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Spread tandem axle adds that extra payload—p. 52 
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Jobber’s eye on costs boosts station volume—p. 38 














Heres a Man 


orth Knowing 


Oil men everywhere tell us that their Tokheim sales-service 
representative is a good man to know. He can help you in so 
many different ways—in planning a new station, improving your 
present operation or by maintaining your equipment in “apple 
pie’ order. And, of course, by providing you with a top source 
of high quality pumps and accessories. He’s as steady as a mi.x- 
man’s horse, and as dependable as Old Faithful. He’s not here 
today and gone tomorrow, but is a man you can count on—a 
solid business man with a permanent address and a record of 
service with Tokheim extending over many years.* 


Yes, your Tokheim representative is a man well worth knowing. Medel 39A Lo-Boy Computer Pump 


with Retrév-A-Hose. M th d- 
You should get to know him better. idle Day seneon snlion, bulk ‘phe tonn 


and commercial use. 


* Tokheim representatives average 18 years of 
service with the Company. 


OKHEIM 


4-SEASON PUMPS TOKHEIM OIL TANK AND PUMP CO. 


DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
FORT WAYNE 1 SINCE 1901 INDIANA 








NEOPRENE ADDS EXTRA LIFE 
to fuel oil hose... 


resists the softening and 
swelling action of fuel 


oils, Smooth and tough, 4 
it assures a fast flow rate NEOPRENE 
, does not develop COVER 


canta spots that wecken 
hose. 


withstands dragging over 
rough surfoces, even 
when wet with oil. This 
rugged cover con take 
severe flexing without 
cracking .. . resists sun- 
light checking ond weath-" 























CURB PUMP HOSE TANK TRUCK HOSE 
with smooth neoprene tube has fast flow with neoprene cover and tube gives exceptional with neoprene cover can take rough han- 
rate ... sets service records in handling service. The smooth cover resists abrasion, dling. Neoprene tube won't disintegrate in 
oil products ang many chemicals. sunlight and weathering .. . remains flexible, contact with oils, onesfine, and most 
easy to handle. chemicals. 


SUPPLYING FUEL OlLisa year- mum. So, for economy inhan- _prene tube and cover. It sets 
round job . . . so fuel oil hose dling petroleum or chemical records for dependability and 
gets no seasonal layoff. Hose products,specifyhosewithneo- _long service life. 
made with neoprene tube and 

cover is ready to go in all kinds FREE! 

of weather . . . rough handling \daliaida da ; ee ee 


Every issue contains illustrated case histories, in- 
and severe flexing are all in the 


teresting stories, new applications of neoprene. [9 
The rubber made _ Clip and mail this coupon to E. 1. du Pont de | 
day’ Dent 929 Nemours & Co. (inc.), Rubber Chemicals Division 
y’s work. Du Pont since | NP-9, Wilmington 98. Delaware. 
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why there's a GIANT DIFFERENCE 


in gallonage here 


Only D-X Jobbers and Dealers have the profit potential of the truly different 
gasoline, D-X Lubricating Gasoline. For no other gasoline 
can beat the sound-as-a-dollar sales appeal of D-X’s 
patented-process upper-cylinder lubricant. 

Here’s a product feature that’s real—provable with the 
D-X nationally-famous “Flaming Proof” test! Motorists want 
the added protection, added value of D-X and its upper- 
cylinder lubricant. And D-X outdoor, newspaper, magazine, 
radio and television advertising makes sure they get it 
—but only at the D-X station! 

Today, learn how this truly different gasoline can give you 
the profit opportunity you’ve been looking for. Find out 
how D-X Motor Oil with Extrinol, the “wonder drug” for 
lubricants, can bring in still more business! If you’re located 
in the Midwest, contact our office nearest you, or write 
Mid-Continent Petroleum Corporation, Box 381, Tulsa, Okla. 


MID-CONTINENT PETROLEUM CORPORATION 
Tulsa, Okla. Waterloo, ta. Terre Haute, Ind. 
Omaha, Nebr. Chicago, Ill. Minneapolis, Minn. 
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COMING MEETINGS 


SEPTEMBER 


Western Petroleum Refiners Assn., regional 
meeting, Hotel Henning, Casper, Wyo., Sept. 
24-25. 

National Assn. of O11 Eq Jobbers, 
third annual meeting, The Neil House, Co- 
lumbus, Ohio, Sept. 27-29. 

Society of Mechanical Engineers, 
Petroleum Division Annual conference, Rice 
Hotel, Houston, Tex., Sept. 27-30, 


OCTOBER 


State Petroleum Assn., Mark Twain 

Elmira, New York, Oct. 5-6. 

ON Men’s Assn., Andrew Johnson 

Hotel, Knoxville, Tenn., Oct. 5-6. 

Virginia Petroleum Jobbers Assn., fall meeting, 
Roanoke Hotel, Roanoke, Va., Oct. 8, 

California Natural Gasoline Assn., 28th an- 
nual fall meeting, Ambassador .Hotel, Los 
Angeles, Oct. 8-9. 

Virginia Ol] Men’s Assn., 
oke Hotel, Roanoke, Va 

Of Progress Week, Oct i1- 17. 

Independent Petroleum Assn., Severin 

Ind.anapolis, Oct, 14-15. 

Independent O!lmen’s Assn., 

vention ard annual golf tournament, Bon 
Air Hotel, Augusta, Ga., Oct. 15-16. 

Texas Assn. of Petroleum Marketers, fourth 
annua) convention and trade show, Adolphus 
Hotel, Dallas, Tex., Oct, 15-16. 

Independent Petroleum Assn, of 
nual meeting. Texas Hotel, 
Tex., Oct. 19-20. 

Seuth Dakota Independent Oilmen’s Assn., 
Pierre, 8. D., Oct. 19-20. 

Western Petroleum Refiners 
meeting, Garrett Hotel, El 
Oct, 22-23. 

Pennsylvania Petroleum Assn., Pocono Manor 
Inn, Pocono Manor, Pa., Oct. 25-27 


American Petroleum Credit Assn., annual con- 
ference, Hotel Biltmore, New York, Oct. 
26-28 

National Lubricating Grease Institute, Edge- 
water Beach Hotel, Chicago, Oct. 26-28, 

Independent Ol Compounders Assn., sixth 
nual meting, Edgewater Beach Hotel, 
cago, Oct. 28-29. 


Hotel, 


fall meeting, Roan- 
, Oct, 9. 


Indiana 
Hotel, 
fall con- 


America, an 
Fort Worth, 


Assn., regional 
Dorado, Ark., 


an- 
Chi- 


NOVEMBER 


Society of Automotive Engineers, transporta- 
tion meeting, Conrad Hilton Hotel, Chicago, 
Nov, 2-4. 

Nebraska Petroleum Marketers, 
Hotel, Omaha, Nebr., Nov. 4-5. 

Society of Automotive Engineers, fuels & lu- 
bricants meeting, Conrad Hilton Hotel, Chi- 
cago, Nov. 5-6. 

American Petroicum Institute, 33rd annual 
meeting, Conrad Hilton Hotel and Palmer 
House, Chicago, Nov. 9-12. 

Assn. of American Battery Manufacturers, 
Edgewater Beach Hotel, Chicago, Nov. 18- 
20. 


Inc., Paxton 


H. Me 
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DECEMBER 


Interstate O'1 Compact Commission, winter 
meeting, Skirvin Hotel, Oklahoma City, 
Okla., Dec. 4-5. 

Oil Industry TBA Group, 
meeting, Chase, 
Park Hotels, St. 


annual 
Park Plaza, 
Louis, Dee. 


national 
and Forest 
7-8. 
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Linco/n 


FOR EXTRA PROFITS... 
Check these > £- points for EXTRA SALES 


everytime you service a Car: 


“4{ SP 


AF / 
CD, [7jyhe 206 
f 


ee  / 


ao os 


Write today =i Linco/; 
for your free copy of — . ae i) Las) 2 
oe ae . oe te the most trustworthy name in lubricating equipment 
with plans and illustrations 
to help you lay out your 


new lube department or LINCOLN ENGINEERING COMPANY 
modernize your present one 5702-74 Natural Bridge Ave., St. Louis 20, Mo. 
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Behind Our Headlines 


Perhaps it’s only natural that a good working partnership has 
grown up between the marketing end of the oil industry and TBA 
suppliers. As a consequence evidence comes to our attention now 
and then that people who are not oil men read and use NPN. 


Just the other day we found that a member of the petroleum 
sales department in a major rubber company clipped an article 
we published last winter spotlighting the causes of battery fail- 
ure. He has used it as a reference in advising dealers on battery 
merchandising problems. 


And not so long ago we got a word of appreciation from a 
petroleum sales specialist in a Canadian tire company. He said 
he found our practice of including development in the Canadian 
oil-TBA field was useful to all who work in the Canadian market. 


Along the same line, a manufacturer of lube equipment called 
in to comment on a recent TBA column that criticized heavy 
stress on “low” prices at the service station. He said it contained 
ideas he could use in his business. He was gratified, he went on, 
to find someone in the oil business willing to point out the error 
of constantly holding up low price as a primary objective. 


* = ” 


A few so-called representatives of small business have been 
getting much more than their merited share of the headlines of 
late, with outbursts against “big business” in general and oil 
companies in particular. 


Most of the protests have been against alleged “cartel” op- 
erations and oil’s role in purported “monopolistic” tire distribu- 
tion and selling practices. 


The real story, however, is that the members of these small 
business groups have been sold a suspect and strongly mer- 
chandised piece of goods. Also, their hard-earned money is going 
into political operations over which they have little control. 
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Tri-Sure equipped drums of Interchemical Finishes at the Newark, N. J. plant 


Tri-Sure Closures give 


Interchemical Finishes 


the protection that 
quality deserves 


NTERCHEMICAL CORPORATION 

makes an engineered finish for 
practically every finishing need— 
from a perspiration-resistant lacquer 
for lipstick holders to a chip-proof 
finish for bicycles. 


Every Interchemical finish is a 
“specialist’’—and must meet a 
specialist’s exacting standards. So 
it must be made of the finest 
materials . . . processed to a pre- 
cise formula ...and protected from 
tampering and contamination in 
transit. 


Trin 


CLOSURES 


Interchemical Corporation is another 
satisfied user of Tri-Sure* Closures 
— because the Tri-Sure Flange, Plug 
and Seal perform their function as 
“specialists” in protection as unerr- 
ingly as Interchemical finishes per- 
form theirs. 


If you ship liquid products in drums, 
give them the unfailing protection 
from leakage, pilferage and losses 
to which the finest products are en- 
trusted. Give every gallon Tri-Sure 
protection—by specifying Tri-Sure 
Closures on every drum order. 
& 

*The “Tri-Sure” Trademark is a mark 

of reliability backed by over 30 years 

serving industry. It tells your cus- 

tomers that genuine Tri-Sure Flanges 

(inserted with genuine Tri-Sure 

dies), Plugs and Seals have been used. 


Specify Tri-Sure Closures 
On Every Drum Order 
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Textile Colors 
Divisi 


Ault & Wiborg 
Carbon and Ribbon 


RA) 
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International Division 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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SUMMER-FILL ANSWER — Solution to recurrent 
summer-fill difficulties in burning oils, according to 
one refiner, hinges partly on educating jobbers to 
the fact their businesses may be undercapitalized. 
With expanding businesses and larger outlays for 
stock of all kinds, as well as larger accounts receiv- 
able, the refiner believes many jobbers are unwilling 
to tighten their belts a notch to overcome periodic 
money shortages. He believes the current wide- 
spread argument by jobbers that by waiting, “prices 
may come down,” mostly is a face-saving device. 
Often the jobber doesn’t have the cash to buy, re- 
gardless of price. By waiting, the refiner continues, 
the jobber hopes for help from his supplier, when 
he should be solving his problem through his local 
bank. If the bank already has turned down aid, the 
refiner says, the jobber should recognize he is in 
trouble and should immediately set about correct- 
ing it. 


SWITCH TO MAJORS—A veteran private-brand op- 
erator who recently shifted his stations to major- 
brand in the San Francisco Bay area reports in- 
creased gallonage. He attributes this to two factors: 
(1) He is giving a 3c under-canopy discount in- 
stead of premiums and (2) he believes major-brand 
appeal draws more customers. He predicts more pri- 
vate-brand dealers will switch to major brands if they 
can get the “right deal” with suppliers. 


WISHING ON A STAR—The Small Business Sec- 
tion of the Justice Department’s Antitrust Division 
is eager for the job of handling industry consulta- 
tions, if the new idea for government-business talks 
actually goes into effect. Antitrust Chief Barnes has 
indicated he intends to call in law violators for dis- 
cussion, before the DJ files suits. He thus hopes 
to get compliance without resort to the courts. The 
Small Business Section believes it is the logical choice 
to handle any such procedure. Its reasoning: Our 
job is to insure the survival of small firms and to 
prevent unfair competition. To do that we must 
keep a watch on “big business” to see that it con- 
forms to the antitrust statutes. ; 


NO TRADE CHANGE--It appears certain now that 
no changes in the U.S. oil import policy (not even 
through an “escape clause” move by the Tariff Com- 
mission) will take place before the report next spring 
by the presidential Foreign Trade Policy Commission. 
The defeat of the Simpson Bill this summer practi- 
cally assured as much. And this was underscored 
last week by another government call for freer trade. 
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BACK TO OIL—Texas Eastern Transmission Corp. 
reportedly is studying the feasibility of reconvert- 
ing part of the “Little Big Inch” pipe line (now in 
gas service) to carrying oil products. The aim would 
be to move products from the Texas Gulf Coast to 
the Pittsburgh area. Built during World War U 
from Texas to Linden, N. J., the 20-in. line was able 
to carry 235,000 b/d of gasoline and somewhat less 
of fuel oil. 


STEADY NERVES—Several West Coast marketers 
became nervous when gasoline inventories recently 
started bulging the sides of their storage tanks for 
the first time since Korea. Their anxiety to get rid 
of gasoline threw a scare into field people. A 30- 
year marketing veteran remarked scornfully that 
some of his contemporaries panicked without reason. 
With supplies loosening up, he said the situation 
will be sounder if key men keep their nerves steady. 


MOVES INTO CANADA—A Belgian refiner-marketer 
is about to invade Canada as a seller of distillates. 
The company reportedly has purchased an initial 
cargo of light fuel oils in the Caribbean area. The 
cargo is said to have been bought at prices com- 
parable with the low-reported kerosine and No. 2 
fuel oil prices at the U.S. Gulf. The Belgian firm 
is also reported to have recruited a number of key 
employes from oil companies now marketing in the 
Montreal-Toronto area. 


APPLECART UPSET?—Any ideas the House Com- 
merce (Wolverton) Committee may have had about 
visiting the Middle East during the congressional re- 
cess probably have been chased by Iranian develop- 
ments. Some members of the group were thinking 
about a junket, although plans apparently never 
firmed up. Now it is highly questionable if the 
State Department would appreciate having a group 
of congressmen probing around in a tinder-dry area 
like Iran at this time. 


ALKYLATE GOAL—Most government officials feel 
that the inability of the oil industry to meet the 
30,000 b/d aviation alkylate expansion program by 
the deadline imposed by the National Security Coun- 
cil (reportedly Nov. 1) won’t automatically mean 
the U.S. will build its own facilities. This wasn’t 
done by the Democrats—when the “cold war’ was a 
lot hotter—and wouldn’t fit in too well with the Re- 
publican “private enterprise” philosophy 





“What's that 
you've got 
there?” 


“The way you went 
by me up that hill 
—I figured you must 
have a load of 
feathers!”’ 


That’s what other drivers are 
saying about the Autocar V /8. 
Its amazing performance on or 
off the highway makes them 
want to look under the hood. 
Its economy and low mainte- 
nance costs are giving owners a 
new idea of how to haul at a 
profit. The Autocar V/8 is the 
greatest thing in heavy-duty 
hauling. 

Find out for yourself what 
the Autocar V/8—200 horse- 
power pulling a new lighter- 
weight chassis—can do for you. 


THE WHITE MOTOR COMPANY 


AUTOCAR DIVISION, ARDMORE, PA. 


Factory Branches and Distributors from Coast 
to Coast in the United States and Canada. 
Export: Drexel Building, Phila. 6, Pa., U.S.A. 





_ Send for the 
Autocar V/8 booklet 


7 
The Autocar V/8 
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aw to please a presiderit 


OMPANY presidents are nice guys, really. But they were 


C all born in Missouri. Their favorite question is, “What 
are the facts?” 

If you want to impress your prez, here are some quick 
facts that will show him how you can save money by build- 
ing your tank trucks with U-S‘S Cor-TEen High Strength 

(«~* G~ Steel. 

Y; Y FACT NO. 1—Cor-TEN steel has a 50% higher yield 
point than mild carbon steel, and has 4 to 6 times the 
resistance to atmospheric corrosion. 

_— FACT NO. 2—For these reasons, it can be used in 
thicknesses up to one-third lighter than ordinary steel. 
—— 





Yet, these lighter sections will be just as strong as 
the ordinary steel in the heavier gages. 


FACT NO. 3—It’s easy to see, then, how U-‘S‘S Cor- 
TEN steel can be used to increase tank capacity with- 
out increasing tank weight. If you build a tank to a 
certain loaded weight with U-‘S‘S Cor-TeEn, it will be 
larger than one built to the same weight of ordinary 
steel. By using the lighter sections of Cor-TEN steel 
the tank’s capacity for payload will be increased. Yet, 
when filled, this larger tank will weigh no more than 
the smaller-capacity tank built of ordinary steel. 


FACT NO. 4—And this adds up to more profit. You 
can haul more gallons in every load, and you can 
reduce your delivery cost per gallon. 








FACT NO. 5—Best of all, you can achieve this result 
economically, because light-weight construction with 
Cor-TEN steel is not expensive. The savings that 
Cor-TEN steel construction makes possible, pay for 
the slight added cost in a very short.time. 


Clip these facts and route them to your president. And if 
he should want more details on how to apply U-S‘S Cor-TENn 
High Strength Steel to his particular operation, send us a 
note, or phone our nearest District Sales office. 


300 BONUS GALLONS. Fruehauf Trailer Company 
trimmed 1, ee off the weight of this unit 
by using Cor- steel. That means it can haul 
wd extra gallons at no cost. These extra gallons 

net ge of the useless deadweight that was 


UNITED STATES STEEL CORPORATION, PITTSBURGH - AMERICAN STEEL & WIRE DIVISION, CLEVELAND * COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 


NATIONAL TUBE DIVISION, PITTSBURGH - 


TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. + UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


COR-TEN High Strength STEEL 
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Government By-Passing U.S. Industry 


In Working for Iran Oil Solution 


By Andrew R. Patla, Washington Editor 


The State De- 

partment sees 

nothing alarming in the fact that it 

has not yet sought the counsel of Pe- 

troleum Administration for Defense 

or oil industry leaders (at least 

openly) in planning for the return 
of Iranian oil to world markets. 


There is fear expressed in some 
industry circles that the failure of 
the department to invite such consul- 
tation may be due to a State Depart- 
ment intention to “bail out” Iran. 
Last week, one reliable report was 
that the Department had a “plan” in 
the works to guarantee Iranian pro- 
duction and markets. 

One oil industry executive de- 
nounced this not only as a threat to 
world markets, but also as an open 
invitation to nationalize oil in other 
areas—on the theory that Uncle Sam 
would give foreign sovereigns a bet- 
ter break than present concession- 
aires. 

The State Department people di- 
rectly concerned with the Iranian sit- 
uation, however, flatly deny the ex- 
istence of any “plan” at this time. 
They say there may be some individ- 
ual thinking among State Depart- 
ment personnel on how the return of 
Iranian oil should be handled. But it 
is far too early, they say, for any 
definite program to take shape. They 
feel the department has plenty of 
time to draft one. Right now they 
want to see the British and Iranians 
sit down to talk things over. 

The crisis the State Department 
had to meet—and did promptly—was 
to tide over the new Iranian govern- 
ment with $45 million in emergency 
aid. 


Despite varying tax rates in the 
District of Columbia and adjoining 
parts of Maryland and Virginia, most 
operators in this area seem to have 
resisted the temptation to fan price 
wars on gasoline. 

And they have wasted no time in 
seeking a decision on a problem that 
probably is peculiar to this area—the 
selling of antifreeze and automotive 
products by so-called discount clubs, 
chiefly for the benefit of federal em- 
ployes. Pleading to manufacturers 
didn’t seem to halt the practice. So 
the station operators joined other 
business groups in challenging the 
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legality of these sales. The case was 
taken directly to Commerce Secre- 
tary Weeks, who has pledged appro- 
priate steps after he hears from the 
Attorney General’s Office. 


* * * 


There’s a man in Washington who 
has no tears to shed for the business- 
man who comes to the capital with a 
tale of woe, seeking some govern- 
ment action to remove him from his 
plight. 

“These cry-babies,” he snorts. “For 
20 years they have been complaining 
about government restrictions and 
about government interference with 
their business. They get an admin- 
istration which is making an effort 
to get government out of their hair, 
and the first time they run into a 
little trouble, they dash to Washing- 
ton to get Mama Government to 
nurse them. Bah!” 

The man doing the speaking is 
a former government official who, 
although he is not in the petroleum 
industry, is well acquainted with it. 
He is a Republican, and he definitely 
is a proponent of free enterprise. 


“Petroleum people, like a lot of 
others, haven’t been much more than 
order-takers in recent years,” he 
said. “Everything has been going 
their way. 

“It seems to me that you've got 
to decide whether you want the gov- 
ernment to control industry and busi- 
ness or whether you think private en- 
terprise can do it better. 


“Me, I believe free enterprise will 
give us a better, stronger nation. 
a 7. . 


One oil man with more than a pass- 
ing savvy of overceas conditions 
thinks the Russian bear may be play- 
ing a few Indian wrestling tricks on 
Uncle Sam. His theory: 


The Reds encouraged nationaliza- 
tion of Iranian oi] which eventually 
caused a shortage of petroleum, par- 
ticularly of aviation fuels. Now the 
Soviet may have steeped back a pace 
to allow a British-Iranian settlement 
in the hope that squeezing Iran’s oil 
into the present full market might 
create havoc. The Iron Curtain boys 
also would love to see other foreign 
governments react violently to any 
proposed production cutbacks for 
Iran's benefit. 
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This Key Operates 


the most sensational selling feature 
ever offered to help you increase battery profits! 


THESE ADDED EXTRA FEATURES WILL MAKE WILLARD WEATHERMASTER 
THE MOST WANTED BATTERY EVER BUILT 


NEW one-piece top 


Sealed around, not inside, the case. Eliminates exposed sealing 
compound and cracks due to extreme temperatures or exces- 
sive vibration . . . greatly strengthens case. Standard hold- 
downs distribute pressure over entire battery —not just the case 
—and hold it tightly and firmly. New improved cushion post 
seal absorbs shock and vibration, prevents cover breakage 
during installation. Snap-in shields over top connectors keep 
battery cleaner, reduce possibility of dangerous shorts. 


NEW mechanical separators 


Impervious to effects of high charging rate and high under-the- 
hood temperatures . . . will not oxidize or char . . . eliminate 
battery shorts caused by gradual physical breakdown of ordi- 
nary insulator material. Prevent buckled plate shorts and pre- 
mature separator failures that can result in customer dissatis- 
faction and trouble for you. 


NEW Metalex grids 


Metalex—the vastly superior grid metal, originally developed and 
introduced by Willard—now has been further improved through 
perfection of a new Willard grid design. It provides 100% more 
protection against the No. 1 battery kille-—OVERCHARGING. 


Beginning in September 


Car owners in every city and town in the country will be 
reading and talking about the first and only battery in 
the world with key-operated 


CLIMATE CONTROL... 


they will be asking to see this amazing new battery. Be 
sure you're ready! 


Now's THE TIME to get set for those extra 1953 


battery profits! Call your Willard Distributor! 





NEW stronger case 


Weighs less than half as much, yet affords twice the im- 
pact resistance of previously-used case materials. New 
thinner wall design permits 12% increase in electrolyte 
volume without increase in outside case dimensions. 
Unaffected by temperature extremes. Will stand up under 
unusually severe conditions of vibration and road shock 
without cracking or breaking. 


NEW all-weather performance 


Best for hot weather! Best for cold weather! With 
Willard Climate Control, you give your customers two 
best batteries a//] in one—a low-gravity, long-wearing 
hot weather battery, and a high-gravity, quick-starting 
cold weather battery. By actual test, the all-new Willard 
WEATHERMASTER delivers 20% greater starting 
power at cold weather setting. 


GENUINE Willard Safety-Fill 


Simplest, safest and most accurate principle ever devel- 
oped to prevent overfilling and the resulting acid spray 
which can cause dangerous corrosion. Just cover the 
patented vent holes and add water until it reaches the 
top of the opening. Safety-Fill does the rest. No flash- 
light needed to service the WEATHERMASTER. 


i he 
Il be eady to service t 
no charge so i M . 
Send me the key at 


all-new Willard Weathermaster. 
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Control 


--- AN EXCLUSIVE FEATURE OF THE ALL-NEW 


IN THE FALL... 


ADDS EXTRA POWER 
FOR COLD WEATHER 
STARTING 





Low water level increases 
acid gravity ... steps up 
strength of electrolyte. . . 
gives 20% extra cranking 
power for quick, positive 
Starting at sub-zero tem- 
peratures. 


PLACING THIS CAP ON THE 


INSERTING THE KEY IN THE 


SAFETY-FILL VENT FORMS 
AN AIR LOCK UNDER THE 
VERT DOME THAT THE 
SOLWTION CANNOT FILL 


CLIMATE CONTROL AND TURNING 
iT OPENS UP THIS AIR HOLE IN 
THE SUMMER POSITION, CLOSES 
1T 16 THE WINTER POSITION 


IN SUMMER POSITION WITH THE 

AIR HOLE OPEN, SOLUTION RISES 

TO AIR HOLE BEFORE AIR LOCK 

CAUSES IT TO RISE IN THE FILLER 

WELL INDICATING SUFFICIENT WATER 
WAS BEEN ADDED 


THIS KEY 


IN WINTER POSITION WITH AIR 

WOLE CLOSED, SOLUTION RISES 

ONLY TO BOTTOM OF FULLER WELL. 

THEN RISES IN FILLER WELL TO 

WNDICATE SUFFICIENT WATER HAS 
BEEN ADDED 


ADDS EXTRA LIFE 
FOR HOT WEATHER 
DRIVING 





High water level reduces 
acid gravity ... keeps bat- 
tery cooler. Less possibil- 
iy of damage from over- 
c arging ... less self-dis- 
charge due to high tem- 
peratures. Needs water 
only twice a year under 
normal driving condi- 
tions, with correct regu- 
lator setting. 


REMOVING CAP FROM SAFETY FILL 
VENT BREAKS THE AIR LOCK AND 
THE SOLUTION FALLS TO CORRECT 
LEVEL. SET CLIMATE CONTROL 
PROPERLY IN SPRING AND FALL 
AND ADD PURE WATER FOR EXTRA 
STARTING POWER IN WINTER AND 
EXTRA LONG LIFE IM ALL SEASONS 


% - i Th 4) t= 
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In 5 great markets General American offers 
you complete bulk liquid storage terminal facil- 
ities with no capital investment on your part. 


You use modern facilities, pipelines, manifolds, 
blending equipment. 
You have complete privacy. 


All methods of bulk liquid transportation 
available. 


At the Ports of New York and New Orleans 
there is high-speed canning, drumming and 
barrelling equipment— yours to use. 


YS oe — —_-  ~ SS aii 


use General American’s “for lease”’ 
facilities at Port of New Orleans 


New Orleans, one of the largest southern ports in 
America, handles via ocean-borne tanker traffic 
250.1 million lb. of bulk liquids every month. 


—— 


TANK STORAGE 
TERMINALS 


it depcndabelity we cemamat ambaican in Important Marketing Centers 


® Port of New York (Carteret, N. J.) * Houston 
* Port of New Orleans (Goodhope, La.) * Corpus Christi 
* Chicago 






GENERAL AMERICAN TANK STORAGE TERMINALS a division of General American Transportation C 
135 South La Salle Street, Chicago 90, Illinois 
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Kerosine, Distillate Fuel Oil Stocks 
Still Climbing; Refinery Runs High 


Kerosine and distillate fuel oil 
stocks climbed to near record peaks 
in the week ended Sept. 5, according 
to American Petroleum Institute sta- 
tistics. 


Inventories of kerosine gained 1,- 
176,000 bbl. and came within 270,000 
bbl. of a record 36,171,000 bbl., 
reached in the week ended Sept. 29, 
1951. 


Distillate fuel oil stocks rose 3,- 
942,000 bbl. and were only 312,000 
bbl. under the all-time high of 121,- 
286,000 bbl. attained in the week 
ended Oct. 25, 1952. 

Gasoline inventories declined after 
showing an unseasonal gain in the 
week ended Aug. 29. Refinery runs 
of 7,228,000 b/d were lower than the 
previous week’s 7,234,000 b/d, which 
were near the record high. 


Oil Imports—Total oil imports of 
1,069,000 b/d during June were be- 
low the six-month’s average of 1,- 
082,000 b/d, despite record crude oil 
imports of 719,000 b/d. The lower 
average resulted from a residual im- 
ports drop of 45,000 b/d from May 
to a total of 330,000 b/d. Figures 
are from the Census Bureau. 


This year’s six-month average oil 
imports are up about 15% from that 
of 1952. Average for crude in the 
first half of 1953 was 645,000 b/d, 
up almost 25% from the first-half 
1952 average of 519,000 b/d. Mean- 
while, residual oil imports averaged 
412,000 b/d in the first half of 1953, 
an increase of about 7.6% from the 
corresponding 1952 period. 


Following is a breakdown on im- 
ports for 1952 and 1953 (in b/d): 


Average . : 
é-mo. Average .. 


é-mo, Average .. 942,000 519.000 
Current imports of oil dropped 
41,000 b/d in the week ended Sept. 5 
from the previous week, according 
to the API. East-of-California im- 
ports declined 137,200 b/d during the 
week. California imports rose 96,200 
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b/d. The following tabulation gives 
details (in b/d): 


Week Week 4 Weeks 
Ended Ended Ended 
Aug. 29 Sept. 6 
Kast of California: 
Crude oil 
Residual! fuel oil 
Distillate fuel oil 11,400 10,800 
Asphalt ....... om 17,900 12,500 
oo eee 8,600 


733,300 
229,700 


590,200 
230,900 


Totals .. 
California: 
Crude oil .. 


869, 400° 853,000 


151,600 101,600 


are 151,600 
Total U.8. Imports 1,021,000 1, oe2. 000 


101,600 
954,600 

Exports—U. S. exports of crude 
oil and products increased to a av- 
erage of 369,000 b/d in June from an 
average of 332,000 b/d in May, ac- 
cording to the Census Bureau. But 
exports were well below the average 
of 438,000 b/d for June, 1952. 


A breakdown on where the U. S. 
exports of principal products are go- 
ing follows: 


Bulk of the June crude exports 
went to Canada, about 1,500,000 bbl. 
Other principal importers of U. S. 
crude were Japan, Cuba, Argentina, 
the United Kingdom and Italy. 


U. S. exports of gasoline were 721,- 
000 bbl., the bulk of which went to 
Canada (340,000 bbl.) and Mexico 
(300,000 bbl.) 


Kerosine exports amounted to 904,- 
000 bbl. in June, with 439,000 bbl. 


going to Egypt, 307,000 bbl. to India 
and 130,000 bbl. to Canada. 

Canada accounted.for more than 
75%, or about oo AB bbl., of the 
natural gasoline expo 

The 18,600. Sol ee tntfalahed oils 
exported in June = went to Japan. 

The U. S.. exported 113,000 bbl. of 
blending agéfits, with 61,000 bbl. go- 
ing to United Kingdom and almost 
45,000 bbl. to Canada. 

United Kingdom, 
was the importer of distillate 
fuel oil (2; 15,000 bbl." Shipped from 
U. S. in June. Other large importers 
were Canada (639,000 bbl.) and the 
Netherlands West Intlies (589,000 
bbl.). 

Of 1,646,000 bbl. of regidual fuel oil 
shipped, Japan got the largest slice 
(700,000 bbl.), with 570,000 bbl. go- 
ing to Canada and 216,000 bbl. go- 
ing to Mexico. 

Of exports of 378,632 bbl. of red 
and pale industrial lube oils, princi- 
pal importers were United Kingdom 
(126,000 bbl.), Belgium and Argen- 
tina (57,000 bbl. each), Canada (31,- 
000 bbl.) and Brazil (17,000 bbl.). 

Major importers of the 510,000 gal. 
of insulating or transformer oils 
shipped from the U. S. in June were 
Brazil (122,000 gal.), New Zealand 
(96,000 gal.) and Canada (61,000 

“)- 
ae in June, 71,503 long tons of 
petroleum coke were exported from 
U. S., of which 39,000 tons went to 
Canada. 

(For security reasons, no destina- 
tions are made public for exports of 
aviation gasoline and both aviation 
and automotive lube oils.) 


at 721,000 bbl., 


Summary of API Report on Refining Operations 
(U. S. Totals—B. of M. Basis) 


Week 
Ended 
Sept. 5 


Production 
Crude runs—daily avg. 
Foreign crude included 


Gasoline 
Kerosine 
Distillate fuel oil 
Residual fuel oil 


Stocks 


Finished & unfinished gasoline 142,850,000 
35,901,000 
120,974,000 
51,030,000 


Kerosine 
Distillate fuel oil 
Residual fuel oil 


7,228,000 
678,000 
Percent operated 93.8 
24,805,000 
2,295,000 
10,075,000 
9,148,000 


Week 
Ended 
Aug. 29 
(Figures in barrels) 

7,234,000 
620.000 

93.9 
24,848,000 
2,241.000 
10,397,000 
8,226,000 


143,287,000 
34,725,000 
117,032,000* 
50,912,000 


Week 


Summary of B. of M. Report on Crude Stocks 
Change 


Ended 
Sept. 


Total crude oil stocks in U. 8. 
Total located in PAW District 1 


281,227,000 
20,025, 
Total located in PAW District 2 90,871, 


from 
Aug. 29 
(figures in bbls.) 
— 1,484,000 
+ 330,000 
— 749,000 








in TBA sales! 


—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 


There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 
Petroleum News. 


*TBA is the oil industry’s designation for tires, batteries and accessories. 
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for the driver 


Now! A new break 


...is a “break” for your delivery 
costs! The world’s most comfortable 
truck cab cuts driver fatigue! 


Keeping the driver happy by reducing 
driver fatigue is not the only virtue of the 
new Ford ck DRIVERIZED CaB. 


Easier driving, for example, means 
safer driving! Easier driving means 
greater efficiency in terms of more trips, 
more stops, more deliveries per day— 
which means a more profitable operation. 


The new Ford Truck Driverizep CaB 
is just one of many new time-saving 
features that help get jobs done fast! 


For sustained speed travel, Ford 
vides new Low-FRICTION power in V-8 
or Six. For faster, easier handling, Ford 
provides Synchro-Silent transmissions in 
— model—and new “‘short-turn’”’ front 
axles. 


Both Standard and Deluxe DRIvER- 
IZED Cass offer all the features men- 
tioned on this page. See your Ford Driverizep DeLuxe cab shown in 
Dealer for full details. Photos available at slight extra cost. 


SWING open the new, wider doors! Door HOIST r size 12’s into the cab! Plenty of SLIDE into the wide, comfortable seat. 
handles are the easy-operating push- room between the seat and door pillar. Bovnce on it to test the super-cushion- 
button type .. . like you get in quality No need to do a toe dance getting into ing action of Ford’s exclusive seat shock 
cars. Door latches are new rotor-type. or out of a Ford “Drrverizep Cas!” snubber and new non-sag springs. 


SWEEP your eyes across the new one-piece GLANCE back the 4-ft. wide rear STRETCH your arms into big cab roominess. 
windshield. With picture-window visi- window. Heads right or left, you can With more hip-room than any of the 5 
bility like this you can really navigate. see the space you’re backing into. Why other leading makes, Forp Driverizep 
Safer driving, of course! Less eye-strain! pay extra for rear quarter windows? Cass banish that “‘squeezed-in”’ feeling 


y 4 4aigs 
A if A & 
ro Cee e776 
F-900 Bia Jos has 
000-lb. maximum 
V.W. It’s right at home 
on extra heavy hauling 


heels ol SAVE TIME! SAVE MONEY! 
LAST LONGER! 





“WHY IT PAYS TO 
TAKE PART IN 
OIL PROGRESS WEEK” 


MILES G. 
SCHERMERHORN 


PRESIDENT, ILLINOIS 
PETROLEUM MARKETERS 
ASSOCIATION 


Through personal experience, I can testify to the value of participating in 
Oil Progress Week. I urge every jobber to take part in this annual event. 

Each one of us has his own progress story to tell of service to his 
community. In my opinion there is no better way than this to demonstrate 
to our neighbors and customers the important role of the jobber in the 
distribution of petroleum products. Through the Oil Industry Information 
Committee, we have the “tools” to do the job. Let's use them. 


By BQ 





This is one of a series of personal messages from outstanding oil jobbers who are 
profiting from their activity in the Oil Industry Information Committee program. If 
you would like more information write: 

AMERICAN PETROLEUM InstiTUTE, 50 West 50th Street, New York 20, N.Y. 
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Need a better 
customer-catcher? 


Bringing customers across your drive- 
way in volume is the main purpose of 
your business. 


Make us show you the 6 big reasons 
why you'll catch more customers — and 
more cash business — when you do busi- 
ness under the profit-protection offered 
only by the Skelly Franchise. Mail the cou- 
pon. We'll do the rest! 


SKELLY OIL COMPANY 


Marketing Headquarters: KANSAS CITY, MISSOURI 
Division Offices: Kansas City + Chicago + St. Paul 
Omaha * Cedar Rapids + Tulsa » Wichita » Denver + Dallas 
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the franchise with 
a future for you! 


SKELLY OIL COMPANY 
Marketing Headquarters, Kansas City, Missouri 


YES! Without obligation, PROVE to me thet | can 
make more money with Skelly! 
My name 


Address 


City 





How to spell 
SALES with 





OU spell sales with an “F” when 

you pack your petroleum products 
in Continental’s rugged, easy-to-use 
“F” style cans. Our lithographers are 
masters at decorating them for ex- 
ceptional eye and buy appeal. 


As part of Continental’s Tailor-Made 
Service, we make “F” style cans in just 
about any size you could want— from 


four-ounce (spout top) to gallon. We 
deliver these cans when and where 
you want them. And we make avail- 
able research and engineering facili- 
ties on as small or as big a scale as 
you require. 


Call Continental the next time you 
need “F” style cans. Let us show you 
what we can do for you. 


FOR SHIPPING IN BULK, TRY CONTINENTAL’S 


STURDY STEEL CONTAINERS 
Container 
Se ONE DONG aa caine <ssttenipies inthiadicteonenscsciicstiimnil 
Closed Head Drums 
Utility Cans 
50 and 65-ib. Flaring Pails 
Small Flaring Pails. 





Suggested Use 


...Greases 
industrial Oils 


CONTINENTAL CAN COMPANY 


Continental Can Building, 100 E. 42nd Street, New York 17, N. Y. 


€ 


EASTERN DIVISION 
100 E. 42nd St., New York 17 


CENTRAL DIVISION 
135 So. Le Salle $t., Chicago 3 


PACIFIC DIVISION 
Russ Building, San Francisco 4 
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CAT CRACKER at Gulf Oil’s refinery in Port Arthur, Tex., where crude runs have 


dropped 25,000 b/d below July. 


This is pattern in various refining areas, where . . . 


Cutbacks Ease Supply Pressure 


Two weeks ago oil men were faced with the problem of having 
more product than their customers needed. A surplus condition was 
building up that threatened to disrupt markets and tumble the indus- 


try’s price structure. 


Today, oil men are well on their way toward solving the problem 
by following the law of supply and demand—and cutting back both re- 


finery and crude production. 


Example: Sinclair Refining Co. 
cut refinery runs by 20,000 b/d 
(about 5%) for September “be- 
cause of the continued contra-scason- 
al increase in total industry supplies 
of gasoline, and relatively high in- 
dustry stocks of other products.” 


Biggest cutback in refinery and 
well production came on the Gulf 
Coast and in the Mid-Continent, 
where pressure on inventories was 
the greatest. The East has been af- 
fected slightly, and the West Coast 
not at all. Here are the highlights: 

Gulf Coast—Refinery runs on the 
Texas and Louisiana Gulf Coast have 
been cut a minimum of 100,000 b/d 
from “normal operations,” trade 
sources estimate. Some believe the 
maximum may run as high as 300,000 
b/d, considering such factors as 


SEPTEMBER 16, 1953 





shutdowns for cleanouts and new 
units not operating properly. 


Five refiners have confirmed re- 
ductions in runs totaling 84,000: 


Gulf Oil is now running 220,000 
b/d at its Port Arthur, Tex., refin- 
ery—about 25,000 b/d below runs in 
mid-July. (The company plans no 
further reduction and says cutbacks 
at its other refineries are not neces- 
sary at present.) 


Esso Standard has reduced opera- 
tions roughly 10% (20,000 b/d) at 
Baton Rouge, La. 


Humble Oil is running 12,000 b/d 
less than normal during September 
“because sales of fuel products are 
below the anticipated level.” 


Taylor Oil & Refining Co. is now 
running between 21,000 b/d and 24,- 


000 b/d at Corpus Christi, Tex. Last 
April, the plant was processing 36,- 
000 b/d. 

Southwestern Refining Co. has 
made a 30% reduction in operations 
at its Corpus Christi refinery—now 
running 35,000 b/d. 

Mid-Continent —.Three more Mid- 
Continent refiners made cutbacks 
last week, and several others said 
they may have to move soon. 

Skelly Oil Co. has dropped runs 
8,000 b/d at its El Dorado, Kans., 
plant. 

Champlin Refining Co. is off 5,000 
b/d at Enid, Okla. 

Anderson-Prichard has shaved 
runs 1,000 b/d at Arkansas City, 
Kans. 

These cuts follow earlier reductions 
by Phillips Petroleum and Mid-Con- 
tinent Petroleum. 

Not Much Elsewhere—In the East, 
Tide Water Associated has reduced 
crude runs 13.5% (12,000 b/d) at its 
Bayonne, N. J. refinery for Septem- 
ber. But other companies have an- 
nounced no cuts at eastern plants 
Shell Oil reports it has no plans to 
decrease production. 

Refinery runs on the West Coast 
are still normal, despite growing 
stocks. The output of General Petro- 
leum, Richfield, Shell, Standard of 
California and Union Oil is normal 
Richfield asserted that “on a long- 
range basis, inventories are not build- 
ing up. Union Oil’s August-Septem- 
ber runs were slightly ahead of the 
average for the first six months of 
this year. But the company says it 
is not bothered by inventories. 

Crude Output Down—Back at the 
well, the pressure on high oil inven- 
tories has been eased by reductions 
in September crude allowables in 
three heavy producing states—Texas, 
Kansas and Oklahoma. At NPN 
press time, Louisiana was set to 
lower its allowable, and further cuts 
by the other states were probable 
for October 





Want ‘Steady’ Customers? 


Something new in _ station 
service has been developed to 
tie the motorist more closely 
to the oil marketer. The big 
target is better lubrication 
service and profit. But the 
plan will mean more income 
from all products and services 
offered at stations. And it’s 
aimed at use by both jobbers 
and majors. 

For all the details, see NPN 
next week—Sept. 23. 
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FOREIGN OIL from such facilities as this Ras Tanura marine terminal is involved in the civil “international oil cartel” suit 


Oil ‘Cartel’ Suit Beset with ‘Delay’ Blues 


The “international oil cartel” civil suit has run into a couple of new 


snags. 


First, it is being re-examined by the National Security Council, the 
nation’s top-most strategy body, NPN is told by a reliable informant. 

Second, the Sept. 16 hearing is going to be adjourned at that time 
to an undetermined date, according to the office of U.S. Judge Vincent 


Leibell. 


Judge Leibell, who was ill when 
he returned from a vacation last 


week is reported still sick and 
withdrawing from the case. A new 
judge, when assigned, will set the 
date for the next hearing. 


The National Security Council was 
largely responsible for having the 
“cartel” action changed from a crimi- 
nal to a civil suit last spring. 

On Aug. 21, Attorney General 
Brownell said that the DJ was “go- 
ing ahead at full steam” on the “car- 
tel” case, and there was no possibility 
of withdrawing the suit. 

However, new consideration of the 
case apparently has occurred since 
that statement. It was learned that 
the NSC requested for study cer- 
tain information connected with the 
suit. But it is not clear whether any 
new decision has been made, one way 
or the other. 

The NSC development was accom- 
panied by a renewed speculation that 
a consent decree might be proposed 
to bring the whole thing to an end. 
The oil companies have taken a dim 
view in the past of entering any 
such decree. 

Meanwhile, the DJ has forwarded 


Attorneys already have been notified. 





to the New York court its reply to 
the companies’ answers on the civil 
complaint. 

As a means of helping oil men un- 
derstand the various charges and 
answers in the “cartel” suit, NPN 
has prepared the following brief ac- 
counts of some of the important is- 
sues involved. 

On April 21, 1953, the government 
filed a civil complaint in federa] dis- 
trict court charging five U. S. oil 
companies—Standard Oil Co. (New 
Jersey), Socony-Vacuum Oil Co., 
Standard Oil Co. of California, The 
Texas Co. and Gulf Oil Corp.—w:th 
participating in an “international oil 
cartel” (See April 22 NPN). 


The Justice Department said the 
companies violated sections of the 
Sherman Antitrust Act and the an- 
titrust provisions of the Wilson Tariff 
Act. 

Primarily, the department based 
its accusation on “various contracts, 
agreements, understandings and ar- 
rangements” among the defendants 
and with other companies. Govern- 
ment attorneys said these pacts 
formed the foundation for “unlaw- 


ful combinat'on and conspiracy and 
. . - unlawful monopolization.” They 
were both the conspiracy and the 
means through which it was carried 
on. 

The core of the compla'nt was a 
listing of the alleged “offenses.” 


The companies now have replied 
to these charges in detail. 


Essentially, they asserted they are 
being prosecuted for actions which 
the U. S. government not only ap- 
proved but actively requested and 
encouraged; that every move was 
fully disclosed to the government; 
that they made every effort to com- 
ply with pertinent American law; 
and that, overseas, they were forced 
to operate in accordance with the in- 
dividual laws of the sovereign na- 
tions owning the territory in which 
they operated. 


They denied emphatically that they 
participated in any monopoly ar- 
rangement, 

Answers from the various com- 
panies varied somewhat. Some denied 
all the DJ allegations with little or 
no elaboration. Others made de- 
tailed statements on most of the 
points involved. 


Charge-Answer Summary 


Here is a summary of some of the 
“offenses” as charged by the govern- 
ment and the defendants’ answers: 

Charge — In late 1927 and early 
1928, Jersey entered the “Achna- 
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carry,” “As Is,” or “Pool Associa- 
tion” agreement with the Shell com- 
panies and Anglo-Iranian Oil Co. to 
eliminate competition among them 
and their cubsidiaries and affiliates 
and to stabil ze world petroleum mar- 
kets through market quotas, fixed 
prices, curtailed production and lim- 
itation of facilities. Although it spec- 
ified that the U. S. market was not 
included, the agreement involved ex- 
ports from the U. S. and the pact 
included provision for additional par- 
ticipants. 


Answer — Jersey conceded there 
were discussions and that a mem- 
orandum was prepared but the com- 
pany declared, “The association re- 
ferred to ... was not formed and 
the export allocation plan contem- 
plated therein (which excluded from 
its coverage exports to the United 
States) was not carried out.” The 
remainder of the charge was cate- 
gorically denied. 


Charge—iIn July, 1928, the Near 
East Development Corp., owned by 
Jersey, Socony, Gulf and other U. S. 
companies, entered the “Red Line” 
Agreement with the Shell companies, 
Anglo-Iranian, Turkish Petroleum 
Co. and others covering oil develop- 
ment in Iraq. The agreement ruled 
out of bounds for individual company 
development a large part of the Mid- 
dle East—including Saudi Arabia. 
The Turkish Petroleum Co. was to 
have sole concession rights in the 
area, Subsequently, Jersey and So- 
cony purchased all Near East stock. 


Answer—The companies said there 
was such an agreement, adding, “It 
was initiated at the invitation of the 
United States government and was 
successful only by reason of the sup- 
port of that government.” 

They reminded the court that the 
British and French wanted to main- 
tain a tight monopoly on develop- 
ment of Middle East oil while the 
U. S. was officially insisting on an 
“open door” policy. In May, 1921, 
representatives of 12 U. S. companies 
were invited to a meeting with the 
Secretary of Commerce, the’ Secre- 
tary of Interior and the Attorney 
General. They were asked for as- 
surances that they would undertake 
oil exploration and development in 
Mesopotamia if America’s “open 
door” effort were successful. Seven 
of the companies, including Jersey, 
Socony and Gulf, agreed in Novem- 
ber, 1921, to assume the task. 


After six years of negotiation, the 
so-called “Group Agreement” be- 
tween the American and foreign com- 
panies was drafted and copies were 
submitted to the State Department 
in April, 1928. The department ad- 
vised the companies that the “ar- 
rangements contemplated were con- 
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sistent with the principles underly- 
ing the open door policy of the... 
United States.” 

Five U, S. companies finally en- 
tered the agreement which was dis- 
solved, in effect, in 1940 and was 
formally ended in 1946. The U. 8S. 
companies were sued in British 
courts and a settlement occurred in 
1948. A new document, “Heads of 
Agreement,” was signed Nov. 3, 
1948. It eliminated the “Red Line” 
restrictions and left Jersey and So- 
cony free to operate in Saudi Arabia. 


The State Department was fully 
informed of all negotiations and of 
the terms of the final agreement. 
Thus, the actions were taken “in 
purruance of the considered and de- 
liberate policy of the United States.” 


Charge—Dur'ng 1929 and 1930, the 
defendants and other U. S. com- 
panies formed the Petroleum Export 
Assn. under the Export Trade (Webb- 
Pomerene) Act and “fixed quotas 
and prices for exports from the 
United States, in keeping with the 
principles of the As Is Agreement 
among themeelves and in combina- 
tion with foreign distributors.” The 
association filed its incorporation 
papers with the Federal Trade Com- 
mission which said the association 
was of “doubtful legality.” The as- 
sociation became inactive in Novem- 
ber, 1930, and was finally dissolved 
in June, 1936. 


Answer — The association was 
formed under the Webb Act “to en- 
gage solely in export trade.” All 
pertinent records were submitted to 
the FTC and to the Attorney Gen- 
eral, During its “limited” period of 
operations, the association “handled 
and established price schedules for 
its members’ export sales of gaso- 
line, kerosine and crude oil,” but “no 
quotas for the member companies 
were ever established by” the asso- 
ciation. 


The FTC actually said that only 
proposed agreements with foreign 
producers and distributors were of 
“doubtful legality” and “no such 
agreements were ever made.” 


Charge—iIn May, 1929, the Petro- 
leum Export Assn. group organized 
the Western Petroleum Refiners’ Ex- 
port Bureau to operate as the “ex- 
clusive export sales agent” for some 
60 independent refiners in the Mid- 
Continent region for the purpose of 
eliminating petroleum exports at 
prices lower than those charged by 
association members. This lasted for 
one year. 

Answer — Those companies who 
participated in drafting the Export 
Bureau agreement said it was pro- 
posed to furnish personnel and fa- 
cilites of the export association to 


western refiners who had no ma- 
chinery for export. However, it con- 
templated only exports of gasoline, 
its organization “was never complet- 
ed and no operations were conducted 
thereunder.” 


Charge—In further implementation 
of the As Is Agreement, Jersey 
agreed with the Shell companies and 
Anglo-Iranian in January, 1930, on 
“Memoranda for European Markets” 
under which “local cartel commit- 
tees” were to fix marketing quotas, 
on the basis of 1928 performance, al- 
locate major customers and penalize 
variations. 


Answer—Jersey did not concede 
the market restriction allegations of 
the government brief but did agree 
that the memorandum was formu- 
lated “for the local distribution of 
certain petroleum products in each 
country of Europe.” 


Charge—In 1931, Jersey, the Shell 
companies, Anglo-Iranian, Gulf, So- 


,cony, Texaco, Atlantic Refining Co. 


and Sinclair Oil Corp. discussed ad- 
herence to the “As Is programs” and 
the American companies subsequent- 
ly organized the “New York As Is 
Committee” to work out participat- 
ing sales positions. 


Answer — Socony admitted there 
was a group by that name but denied 
the allegations, and there were more 
or less flat denials by the other com- 
panies of the government's allega- 
tions. 


Charge—In May, 1932, Jersey ac- 
quired, for $47,910,000 and a large 
block of its capital stock, 96% of 
the capital stock of Pan American 
Foreign Corp., giving Jersey large 
holdings in Latin America and Mex- 
ico, including refineries, tankers and 
terminals. Pan American then was 
liquidated and the properties trans- 
ferred to Jersey subsidiaries. 


Answer—Jersey said the “immi- 
nence” of a U. S. tariff on crude oil 
and products imports “seriously 
threatened” Pan American's busi- 
ness since its output could not com- 
pete advantageously in the VU. 8. 
after the tariff was imposed. Jersey 
purchased the holdings “in order to 
obtain a source of supply which 
would enable Jersey to compete with 
crude and refined products of Royal 
Dutch-Shell from Venezuela and the 
Netherlands West Indies.” 

The whole transaction was thrown 
into the courts and it was found that 
the sale “to Jersey did not indicate 
such a conspiracy” to destroy Pan 
American’s “competitive standing 
with Jersey.” 


Oharge—After the 1911 Standard 
Oil Decree, Jersey divorced its own- 
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ership and control over the Anglo- 
American Oil Co. which then mar. 
keted in Britain. But in June, 1931, 
Jersey acquired the entire capital 
stock of Anglo-American through its 
subsidiary, Standard Oil Export Corp. 


Answer — Jersey agreed that the 
ownership facts were stated correct- 
ly but denied the implications. Anglo- 
American, it pointed out, was buck- 
img Royal Dutch-Shell and Anglo- 
Tranian in Britain and both of them 
were backed by producing and re- 
fining companies, placing Anglo- 
American “at a considerable com- 
petitive disadvantage.” 

Jersey made the acquisition to hold 
an important marketing outlet and 
both the FTC and Attorney General 
were given the full facts. 


Charge—In December, 1932, Jersey, 
Gulf, Socony, Texas, the Shell com- 
panies, Anglo-Iranian and Atlantic 
entered into a new agreement, 
“Heads of Agreement for Distribu- 
tion,” revising the As Is and other 


agreements. A “Central As Is Com-, 


mittee” was to function in London 
as a “distribution agency” while a 
New York committee was to handle 
the gathering and shipping of petro- 
leum and products to distribution 
areas. 

Standard of California, during 1933, 
“commenced direct participation in 
this part of the conspiracy for cer- 
tain restricted areas.” 


Answer — The agreement “never 
became effective.” Standard of Cali- 
fornia denied it “commenced to par- 
ticipate in 1933 or at any other time 
or ever has participated anywhere 
directly or indirectly in the whole or 
part of any conspiracy, agreement or 
stipulation such as is referred to”. 


Charge—In the summer of 1934, 
the parties to the As Is and other 
such agreements entered into the 
“Draft Memorandum of Principles 
(DMOP)” to allocate quotas and fix 
prices “by majority rule.” Petroleum 
sales, advertising, supply, facilities 
and “over-trading” and “under-trad- 
ing” costs were covered, 


Answer—The existence of DMOP 
was admitted by several of the de- 
fendants, not by others. Jersey said 
it contained “certain principles cov- 
ering arrangements by the companies 
or their affiliates for the local dis- 
tribution of certain products in all 
countries to the extent that it was 
not contrary to law, expressly ex- 
cluding from its coverage the United 
States and territories thereof.” Jer- 
sey said all DMOP arrangements 
were ended by the outbreak of World 
War II and were: never’ resumed. 


Charge—In February, 1931, Jersey 
entered into the “VADUZ” Agree- 
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ment with the Shell companies to 
assign to the International Hydro- 
genation Patents Co. all patent rights 
relating to the hydrogenation of pe- 
troleum and other materials into 
products. Shell, Anglo-Iranian and 
others were to be licensed for such 
patents providing they adhered to 
the As Is conditions in marketing 
outside U. S. 


Answer—The contract covered the 
hydrogenation process, just one of 
many methods of manufacturing pe- 
troleum products. The process 
“never attained substantial commer- 
cial success . . . because of the com- 
petition of more economical refining 
processes.” In 1942, the Justice De- 
partment filed a complaint against 
Jersey and others and a consent de- 
cree was entered on March 25, 1942. 
All agreements were terminated by 
December, 1947, and the internation- 
al company was dissolved in June, 
1952. 


Charge — Jersey and subsidiaries 
entered into series of agreements 
with the I. G. Farbenindustrie Ak- 
tiengesellschaft, a German corpora- 
tion, the net effect of which was to 
so control patents as to secure for 
I. G. in Germany and for Jersey else- 
where in the world, the benefit of all 
present and future methods and dis- 
coveries in hydrogenation. 


The Hydro Patents Co, was or- 
ganized to license American refiners 
and, in 1933-1935, Socony, Standard 
of California, Texas and Gulf plus 
13 other major American oil com- 
panies entered into “The Mutual 
Licensing Plan for the Hydrogena- 
tion Process.” This was designed to 
prevent the utilization of coal for 
the production of petroleum prod- 
ucts and to prevent competition 
among both domestic and foreign 
refiners. 


Answer—Jersey offered to 20 U. S. 
oil companies, each with refining ca- 
pacity exceeding 20,000 b/d, stock in 
the Hydro Patents Co. Of these, 18 
accepted, acquiring the right to study 
the process and the option of obtain- 
ing a license “for the hydrogenation 
of both coal and oil.” Socony, Stand- 
ard of California, Texas and Gulf 
accepted and signed license agree- 
ments. But the plan was one of the 
subjects covered under the March 
25, 1942, consent decree. 


Charge—Various of the defendants 
and other companies entered into the 
“C.R.A. Memorandum” in August, 
1939, to pool all patents and proc- 
esses in the catalytic refining field 
and all licensees were required to 
grant back patent rights to the pool 
on any processes or improvements 
developed by the licensees. 


Answer—The C.R.A. Memorandum 


was among the subjects covered by 
the March 25, 1942, consent decree 
which enjoined the carrying out of 
its provisions but the “negotiations 
were never completed and the con- 
tracts contemplated by them were 
never made.” 


Charge—After the end of World 
War II, Jersey, Socony, Texas, Stand- 
ard of California, and Shell com- 
panies renewed 1932 and 1938 “car- 
tels” covering Egypt, Anglo-Egyp- 
tian-Sudan, Palestine, Transjordan, 
Lebanon, Syria, Cyprus and Turkey. 
“Marketing areas were shifted be- 
tween the companies, quotas were 
established and prices were in- 
creased.” 

In 1946, Jersey, Texas, Socony, the 
Shell companies and others ‘“reor- 
ganized a local cartel in Chile.” 

“Cartels were set up by various of 
the defendants during the period 
1946-1949 in Liberia and Spain and 
in Cuba and other Latin American 
countries.” 


Answer—The allegation of “car- 
tel” arrangements is false. 

In the Middle East, Socony pointed 
out that such arrangements “were 
conducted under controls, varying in 
degree over various petroleum prod- 
ucts, exercised by the governments 
of the various countries as to cur- 
rency, importation permits, prices or 
subsidies, or otherwise” and that all 
such local arrangements were discon- 
tinued prior to issuance of the gov- 
ernment complaint. 

Any that still exist “are the conse- 
quence of the action or actions of 
the respective governments in the 
exercise of their sovereign jurisdic- 
tion over their respective  terri- 
tories.” 

In Chile, Jersey pointed out the 
Chilean government enacted a 1932 
law authorizing a government mo- 
nopoly and expropriation of petro- 
leum distributing equipment. Under 
Chilean government pressure, a 
Jersey affiliate entered a contract 
with a Chilean company, strongly 
supported by its government, “as the 
only alternative to the establishment 
of a (Chilean) government monopoly 
or discontinuance of its (Jersey’s) 
marketing operations in Chile.” The 
Attorney General and State Depart- 
ment were kept fully informed and 
Chile expects by 1954 to largely end 
its reliance on petroleum imports. 

It was pointed out that independ- 
ent local distributors handle all prod- 
ucts in Liberia. 

As for Spain, Socony said there is 
no “cartel”—unless the government 
was referring to “activities initiated 
in 1942 by the United States govern- 
ment in co-operation with the Span- 
ish government.” 

The U. S. Embassy in Madrid, So- 
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cony said, worked out an arrange- 
ment whereby 25% of imported lu- 
bricants was allocated to four com- 
panies and the embassy controlled 
this business until 1946 when the 
Spanish government began to con- 
trol it through allocation of foreign 
currency. 

The remaining Latin-American and 
Cuban allegations were flatly denied, 
except that Socony recalled that the 
Argentinian government insisted on 
certain agreements establishing quo- 
tas and prices for gasoline among 
other commercial practices. 


Charge—Standard of California 
and Texas, through Arabian Ameri- 
can Oil Co. (Aramco), developed 
Saudi Arabian petroleum and, by 
1946, were seriously competing with 
Iraq petroleum distributed by Jersey, 
Socony, the Shell companies and 
Near East. In March, 1947, Jersey, 
Socony, Standard of California and 
Texas entered into nine contracts in 
which Jersey and Socony acquired 
Aramco stock and “Off-Take” Agree- 
ment was made stipulating that, over 
18-year period, Aramco would sell 
and deliver oil production in same 
percentages as stockholdings. Con- 
struction of a pipe line to the Medi- 
terranean was also a factor. 


“Other provisions of the Off-Take 


Agreement preclude the possibility 
of Aramco making sales to others 
than the parties thereto and provide 
for an elaborate pricing formula 
based on United States Gulf Coast 
prices.” 

Answer—On the one hand, at the 
time of the transactions, a heavy ex- 
penditure of capital was necessary 
to further develop the Saudi Arabian 
oil fields and to construct a pipe line. 
On the other hand, Jersey and So- 
cony “urgently” needed additional 
sources of petroleum because their 
existing Middle East production was 
“far short” of their marketing needs. 

Jersey notified all executive depart- 
ments of the U. S. government con- 
cerned of its intentions “and was in- 
formed that its contemplated invest- 
ment was a constructive act in fur- 
therance of American policy.” 

Socony also discussed the matter 
with the government and “had every 
reason to believe that its participa- 
tion was in line with the common ob- 
jectives and interests of both Saudi 
Arabia and the United States.” 

Since 1947, Saudi Arabian produc- 
tion has increased more than five 
times, the pipe line has been built 
and the production yields about $200 
million per year to the Saudi Arabian 
government in royalties and taxes, 
apart from expenditures for wages 
and domestic supplies. 


Charge—In November, 1948, Jer 
sey, Socony, the Shell companies, 
Anglo-Iranian and Near East entered 
into a new “Red Line” Agreement. 
The provisions were essentially the 
same as the old pact except that it 
permitted participation in Aramco 
and made certain other changes. 


Answer—This was the “Heads of 
Agreement” and accompanying pa- 
pers which eliminated the “Red 
Line” requirements and: left Jersey 
and Socony free to operate in Saudi 
Arabia. The move had the full sup- 
port of the U. S. government. 


Charge—In September, 1947, An- 
glo-Iranian contracted to sell Jersey 
800 million bbl. of crude over a 20- 
year period providing Jersey would 
finance and become part-owner of a 
pipe line from Iraq to the Mediterra- 
nean. The price was of the “cost- 
plus” type, fixed at a definite per- 
centage of profit throughout the pe- 
riod. “Jersey agreed it would not dis- 
tribute any of this oil east of Suez.” 

Anglo-Iranian made similar con- 
tracts with Socony for 500 million 
bbl. of crude and Socony stipulated 
that all of this oil would be imported 
into the U. S. and all products from 
it would be sold in the U. 8S. 


Answer—Jersey and Socony did 
contract with Anglo-Iranian for crude 
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but the agreements were terminated 
in 1952. 

Jersey pointed out that it notified 
both the Attorney General and State 
Department of its intention to enter 
the contract. In 1946, the State De- 
partment “welcomed the develop- 
ment.” 

“In March, 1948, the Secretary of 
State, after being informed by Jer- 
sey of difficulties in the realization 
of the pipe line project and the re- 
lated crude oil contract, stated that 
it was his strong feeling, in which 
the Secretaries of Defense and In- 
terior concurred, that Middle East 
oil was needed for the success of the 
European Recovery Program and was 
important to the national interest 
and hoped that Jersey would not 
abandon the project,” Jersey de- 
clared. 

Socony denied that its obligations 
stipulated that the crude would be 
imported into the U. S. and that the 
products would be sold here. Purther- 
more, it stated: 

“The United States government 
knew of these negotiations. Great in- 
terest was expressed by it in the ac- 
quisition of such supply rights by 
American companies and in the con- 
struction of the pipe line to bring to 
the Mediterranean the larger source 
of crude supply which this transac- 
tion would make posible. It was 
stated that it was in the interest of 
the United States.” 


Charge—In March, 1951, Standard 
of California and Texas caused their 
subsidiary, Caltex, to contract with 
the Atlantic Refining Co. for the sale 
of petroleum products for marketing 
in Rhodesia, Nysaland and British 
East Africa exclusively at U. S. Gulf 
Coast prices, although all] products 
originated in Caltex’s Persian Gulf 
and Indian Ocean refineries. 

Answer—The prices to be paid by 
Atlantic “were to be a specified per 
cent less than the low of Gulf Coast 
prices . . . plus or minus a specified 
adjustment which varied with the 
different products.” 


Charge—Since 1928, the defend- 
ants and other companies have en- 
tered into “a series of price-fixing 
agreements” for establirhing “deliv- 
ered prices” at any given destination 
for petroleum and products originat- 
ing in U. S. or elsewhere. These 
prices are calculated upon the U. 8. 
Gulf Coast price as reported by 
Platt’s Pricing Service, plus freight 
and insurance charges from the Gulf 
of Mexico to the destination, regard- 
less of the actual point of origin or 
the actual cost of transportation. 

Answer—tThe allegations were flat- 
‘ly denied by the companies, although 
it was pointed out that U. S. Guif 
Coast prices are “widely used in the 
petroleum industry” purely as a re- 
flection of the “operation of the laws 
of supply and demand.” 
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DJ Not Likely to Discuss 


Proposed Antitrust Cases 


There appears to be little likeli- 
hood of “around-the-table discussion 
and explanation” of antitrust cases 
involving the oi] industry. 

The Justice Department believes 
that such complaints usually contain 
“broad implications” for industry as 
a whole and cannot be narrowed sat- 
isfactorily. Thus, such consultative 
procedures almost surely will be lim- 
ited to complaints involving indus- 
tries limited in size and localized 
transactions, Stanley N. Barnes, DJ 
antitrust chief, tells NPN. 

“When you get into the integrated 
industries, such as oil, you are deal- 
ing with matters which affect the in- 
dustry as a whole and practices 
which have nationwide scope,” he ex- 
plains. 

In a recent speech, he said the idea 
was to prepare a lawsuit but to in- 
vite defendants in for a discussion 
before filing it in the court. This, it 
was hoped, would avoid much liti- 
gation. Mr. Barnes also said that the 
Antitrust Division is studying com- 
plaints concerning at least half-a- 
dozen aspects of petroleum activities. 

He was asked if this “consultative” 
approach would be used in any of 
those instances. He says none of them 
have yet reached the point where a 
court action has been drafted. But 
Mr. Barnes says he doubts that any 
of them will be handled through the 
discussion method. 

He says the department still is 
continuing its “study” of the “mar- 
ket leader” wholesale gasoline issue 
and is looking into the situation in 
eight southern states. 


News in Brief 


Conoco Ups Jobber Margin—cCon- 
tinental Oi] Co. has increased job- 
ber margins on gasoline in Louisiana 
and Mississippi. But as yet no 
changes have been made in Texas. 

In Louisiana, margins were in- 
creased 0.125c per gal. on regular- 
grade gasoline and 0.5c gal. on pre- 
mium-grade. Mississippi jobbers re- 
ceived a 0.25c boost on premium, but 
did not get an increase for regular. 

Pure Oil Reformer—Pure Oil is 
the second company to decide to build 
a new catalytic reformer plant using 
the new Sinclair-Baker platinum cat- 
alyst. The new plant will be built 
near Newark, Ohio, and will process 
3,000 b/d of naphtha, This low octane 
feed (about 33) will be converted to 
gasoline rating about 98 octane with 
3 cc of tetraethyl lead. Provision will 
be made in design for operation of 
the plant on high sulfur naphthas, 
should crude market conditions dic- 
tate use of such feeds. 


Will Produce High Octane—A new 
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plant that will change 30,000 b/d of 
low octane naphtha into a high oc- 
tane gasoline blending stock (hydro- 
formate) will soon be built at Whit- 
ing, Ind., by Indiana Standard. Prod- 
uct of this first commercial-size 
fluid Orthoflow catalytic hydroform- 
ing unit will be blended with other 
gasoline stocks. 


PAD Cuts Staff—Final cuts in 
personnel were made last week at 
the Petroleum Administration for 
Defense. This leaves 81 members in 
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what will probably be the permanent 
staff. Making up this staff are 63 
paid government employes, and 18 
industry people serving without com- 
pensation. 

Early in 1952, PAD's staff num 
bered more than 350. 
McKay to See Oil Operations—tin- 
terior Secretary McKay and several 
of his top aides will get their first 
close look at oil industry operations 
during a trip to the Gulf Coast, Oct. 
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however, flows from its famous 
industries, which generation 
after generation hove produced 
fine quality machine tools, 
pianos, ink, soap, radios, 
television sets and conveying 
systems—A-F Engineered 
Completely Co-ordinated Con- 
veying Systems! 
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Curtis W. McGraw 


Everybody familiar with the 
trade publication industry has 
known Curtis McGraw, presi- 
dent and chairman of the Board 
of the McGraw-Hill Publishing 
Company. The enduring mark 
of his leadership in the task of 
keeping business well-informed, 
shaping the technical develop- 
ment of industry, and holding 
the nation to an awareness of 
its power for greatness and 
goodness must remain on these 
pages. But it is something out 
of the lives of all of us that he 
died last week. 











Intermountain Jobbers 
Elect First Officers 


H. J. Williams, president of the 
Williams Oil Co., Salt Lake City, 
has been elected president of the 
newly-organized Intermountain Oil 
Jobbers Assn. 


Other officers elected include: Don 
R. Ferguson, Ute Petroleum Co., 
Salt Lake City, vice president; W. B. 
Robbins, Utah Co-operative Assn., 
Salt Lake City, treasurer; and A. W. 
Grant, Taylor-Gardner, Salt Lake 
City, executive secretary. 


The board of directors consists of 
the four officers plus W. S. Wagstaff, 
Western States Refining Co., Salt 
Lake City; T. S. Covey, Covey Pe- 
troleum Co., Salt Lake City; Sam 
Bennion, Blue Bell Oil Co., Idaho 
Falls, Idaho; Ruel Call, Call Oil Co., 
Afton, Wyo., and Ken Brower, Hus- 
ky Refining Co., Cody, Wyo. 

Elections are all for one year. The 
vice president automatically becomes 
president when the latter’s first term 
expires. 


Ordinances Won't Help Dealers—Wright 


MACKINAC ISLAND, Mich. 
Service station dealers who advocate 
restrictive legislation are “taking the 
narrowest possible view of their prob- 
lems,” the Michigan Petroleum Assn. 
was told last week. 

Addressing its fall convention Sept. 
11-12, Willard W. Wright, general 
sales manager of Sun Oil Co., direct- 
ed his remarks specifically to situa- 
tions involving dealers in New Jer- 
sey and Dearborn, Mich. 

Gasoline retailers, he said, may 
think that passage of ordinances may 
be a quick and easy solution to their 
problems when some new and unex- 
pected development upsets their nor- 
mal marketing operations. But ac- 
tually such moves set dangerous 
precedents. 


Attempts Being Made—In New 
Jersey, Mr. Wright pointed out, a 
dealer association is urging enact- 
ment of a state law to make a public 
utility of the petroleum industry “in 
an attempt to throttle competition 
with a view to curbing gasoline price 
wars.” 

At Dearborn, dealers are seeking a 
local ordinance to limit service sta- 
tion gasoline storage capacity to 
10,000 gal., limit each station to four 
pumps, and make it illegal for sta- 


tions to remain open between mid- 
night and 6 a.m. Mr. Wright noted 
that the ordinance was sought after 
the opening of a new multipump sta- 
tion that precipitated gasoline price 
cutting. 

He added, “I do not think that 
certain government officials should 
tamper with the normal operations 
of the gasoline market by making 
arbitrary decisions regarding the 
manner in which motorists may pur- 
chase gasoline on limited access 
highways.” This remark was in ref- 
erence to protests made earlier by 
Sun against the granting of gaso- 
line monopolies on limited access 
highways. 


Want Fair Margins—tThe associa- 
tion adopted a resolution urging any 
supplying companies that have failed 
to do so, to grant “fair and equit- 
able” margin increases to their job- 
bers. 

Another resolution, in the form of 
a question, asked: 

“Why should a consumer, perform- 
ing no service in the petroleum busi- 
ness, be continuously permitted to 
purchase product as cheaply as, or 
cheaper than, a jobber, whose en- 
tire energy and resources are being 
devoted to this industry?” 


API Role Urged for Women of Desk and Derrick Clubs 


B. L. Majewski, president, Great 
American Oil Co., Chicago, has ad- 
vocated that the oil women’s group, 
the Assn. of Desk and Derrick Clubs 
of North America, be represented on 
the board of directors of the Ameri- 
can Petroleum Institute. 


Speaking before the 1,000 dele- 
gates to the second annual conven- 
tion of the Desk and Derrick Clubs 
in Denver, Colo., Sept. 11-12, Mr. 
Majewski said he would urge at this 
week’s meeting of the executive com- 
mittee of the API board at White 
Sulphur Springs, that the current 
president of the Desk and Derrick 
Clubs should automatically become a 
member of the API board. 

He also suggested that the Desk 
and Derrick nominate one of its na- 
tional officers to become an ex-of- 
ficio member of the National Petro- 
leum Council. 

Mr. Majewski emphasized the oil 
womens’ role in the industry’s fight 
against possible government control 
and asked, “Why shouldn’t the wom- 
en in the oil and gas industry proper- 
ly organize to use their power, and 
if necessary become a political force 
to keep their industry free from im- 


proper government interference and 
stifling controls?” 

During its two day meeting, mem- 
bers of the Club also heard a talk 
by N. E. Tanner, president of Mer- 
rill Petroleum Ltd., Calgary, Alberta. 


Officers Chosen—Mrs, Irene Stim- 
son Cox, secretary, treasurer and a 
director of the Panhandle Producing 
Co., San Antonio, and organizer and 
partner of an independent oil pro- 
ducing firm, was elected national 
president of the Desk and Derrick 
Club for 1954. 

Other officers named were Mrs. 
Meitzie Palmer of Los Angeles, first 
vice president; Mrs. Sybil Sureck of 
Oklahoma City, second vice presi- 
dent; Mrs. Lorene Porter of San An- 
tonio, secretary; and Miss Angela 
Cross, Plymouth Oil, Pittsburgh, 
treasurer. 

Since its start in 1949, the Assn. 
of Desk and Derrick Clubs of North 
America has grown to a present 
membership of 8,000 members, rep- 
resenting 1,650 oil companies. 

The club will hold its 1954 conven- 
tion in Calgary, Alberta, Canada in 
September. 
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Why Not Use New Weapons to Fight Accusers? 


The record in political circles around Washington seems 
to indicate that there is a strong driving force behind 
the constant attacks of recent years against the oil in- 
dustry. 

It is hard to pin down just what that force is. Obvious- 
ly messing up the industry in this country and in the 
rest of the world would be pleasing to the Communists. 
Yet repeatedly in these past years it has been evident 
also that there are others than Communists who have 
designs on the oil industry. 

So isn’t it about time that the whole American oil in- 
dustry view with grave fear and suspicion these con- 
tinual attacks on oil from Washington—and really do 
something about it! 

False propaganda is being constantly spread these days 
against this great industry. That false preaching comes 
from high places, even from parts of the present adminis- 
tration at Washington. President Eisenhower is, unques- 
tionably, one of the highest types of patriots this country 
has been fortunate enough to have in the White House in 
many, many years. But look at what has turned up in 
Washington already! 

There is the example of the American oil industry be- 
ing accused by members of the majority party in Con- 
gress of being, in effect, a monopoly, and with exercis- 
ing its “monopolistic power” to the detriment of the pub- 
lic by raising prices. 


Then there is the spectacle of the assistant attorney 
general in charge of the Antitrust Division of the De- 
parment of Justice going before a meeting of gasoline 
dealers at Pittsburgh and, in one breath, extolling the 
marvels of petroleum and, in the next, referring to the 
industry that produced these marvels as though it were 
composed of a bunch of scalawags. Or so it seemed from 
his recital of all of the alleged “serious problems” that 
he said beset the industry in the legal field. 

And, last but definitely not least, there is that “inter- 
national cartel” suit filed by this same Department of 
Justice naming five American oil companies as de- 
fendants. Only the other week the five companies stood 
up in public and, in their responses to the government 
charges, stated facts that they should and undoubtedly 
will be able to prove. Indeed, they must prove them 
because if they do not, then they will be sunk and sunk 
forever—a sad day for the entire American oil industry 
and all other industries as well. 


What Brings All the Attacks on Oil? 


Now, why all these attacks on oil? Could the rea- 
son be that the industry has done a bad job on its pub- 
lic relations? 

The industry is charged with being monopolistic. Yet 
nowhere will you find the charge made that it is NOT 
drilling its wells deep enough, or that it is NOT break- 
ing up the hydrocarbon molecules fine enough, or that it 
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is NOT building its cracking towers high enough, or that 
it is NOT building its tankers big or fast enough. 

No, of none of these things does it stand accused. 
But it is charged with NOT being competitive—to the 
eyes and in the minds of its critics. 

And, right there you have the big issue the industry 
has done the poorest job in meeting. In fact, it may 
almost be said that is an issue that the industry has 
seemed to duck. 


Why, when the industry has a wealth of facts to 
prove it is not a monopoly. Unspectacular facts, to be 
sure, leastwise not as spectacular as deep wells, sky- 
scraper cracking towers, the millions it takes to de- 
velop a new field, and those other kindred things that 
appeal to the average practitioner in public relations. 

But spectacular enough, just the same, in terms of 
the end objective sought, because in combination they 
add into a great wealth of strong evidence that competi- 
tion is rampant in the petroleum industry. For example: 


Examples of Competition Are Abundant 


The gasoline tax records reported by most of the 
states each month, show the battle for gallonage of 
small and large, and the same records show how the 
big companies have been actually losing their “position” 
in gallonage over the years. 

Take the prices reported daily at refineries and ter- 
minals. Hardly a product but is shown to be available 
at a “high” and a “low” and generally with other prices 
in between. 4 

Then there are the increasing number of oompanies 
that quote such prices. 

Take different and competitive prices to dealers and 
at retail. 


Also such surveys as recently made by the Standard 
Oil Co. of Ohio showing that it has been steadily los- 
ing the battle to be a “price leader,” that competitors 
are not only selling at less than their prices but some 
at even more, certainly indicating “an unsuccessful mo- 
nopoly.” 

Then the daily stories of new price wars all over the 
country are hardly evidence of “monopoly.” 

Further, in oil production, the producing oil papers 
print every week lists of producers, individuals and com- 
panies, small and large, who are competing in drilling 
leases for the crude market. 

Not only is there plenty of evidence within the in- 
dustry of the existence of vigorous and nationwide com- 
petition, but the industry has highly competent men 
who can assemble that evidence and from their own com- 
pany files. They are economists and analysts, engineers 
and lawyers, and good writing advertising men—men 
of fact and common sense—all right within the oil in- 
dustry, fully informed as to the industry and as to their 
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subject, able to go to work at once to present, tomor- 
row, a clear and concise and convincing story of facts 
about the competition within the industry. 

Let the companies engaged in foreign business have 
their foreign departments write the story about the com- 
petition overseas, competition with governments, and if 
you will, also let them write of the restrictive practices 
planned and enforced by governments in lands that to- 
day are getting financial and physical assistance from 
an America of free competition, free competition that 
certain people in the U.S. seem to be trying to end. 

Then let the domestic companies individually or by 
groups write and distribute their own stories of their 
own competition. It is not necessary to wait for town 
meetings, nor to see what the “other fellow” is going 
to do. Let each company be a bit more anxious to do its 
own job well and it will not be so much concerned 
about waiting for the next one, while the tide of so- 
cialism—maybe even Communism—sweeps on in. 

Not to get involved in any family rows as to “who 
did it first” or “who does it best,” but the outstanding 
fact is that a California company on its very own and 
of its own initiative and without waiting to pass the hat 


to others, has done the best job so far not only on be- 
half of telling the public of its own highly competitive 
offering of good products but of telling how competitive 
the whole industry is and that it is not owned by “Wall 
Street.” 

While strictly a West Coast outfit this company has 
spread the gospel of competition in the oil industry, of 
substantial home-town ownership, and of well treated 
employes, clear across the nation, and without carping 
as to whether it should stay silent until other companies 
had first contributed a couple of dollars to the cause. 

With all due respect, if the other “majors”—because 
the Union Oil Co. of California can now well be called 
@ small one, at least—did even a fraction of the job, 
size considered, the Union has been doing, there may 
well be a serious question if the Department of Justice, 
the Federal Trade Commission, the Spingarns and Wol- 
vertons and Heseltons and the rest of the designing bu- 
reaucrats at Washington, would be bothering the oil in/ 
dustry today. 

Some other companies have made a sally or two at 
the job but why in the name of common sense don’t 
they stay at it? 





OIIC Stresses Jobber, Dealer Role 


There will be more emphasis next 
year on getting local oil men to par- 
ticipate in the industry’s information 
program if a proposed 1954 budget, 
drawn up in Cleveland last week by 
the OIIC, passes muster with the high 
command of the American Petroleum 
Institute. 


The volunteer enlistment drive 
would be aimed at both jobbers and 
dealers, but with the latter as the 
prime target. That’s because, it was 
explained, the dealer is in closer daily 
contact with the oil-consuming public 
and thus in a better position than 
anyone else to do a public relations 
job for the industry. e 


OIIC’s proposed budget earmarks 
for field organization work the largest 
portion of a requested increase of 
more than $200,000 in total funds, 
compared with 1953. 

The budget was under review at 
White Sulphur Springs, W. Va., this 
week by the Executive Committee of 
the API Board of Directors. 

H. S. M. Burns (Shell), chairman of 
the board’s Public Relations Commit- 
tee, sat in on the OTIC sessions in 
Cleveland and was taking a leading 
part in the deliberations at White 
Sulphur Springs. What the Executive 
Committee decides will be reported to 
the full board for final action at Chi- 
cago in November. 

Campaign Leader—The stepped-up 
effort to enlist local oi] men in the 
OTIC program would fall under the 
command of John O’Donnell, who 
takes over on Oct. 1 the new OTIC 
post of Deputy Director in charge of 
field activities. Mr. O’Donnell now 
is export sales manager for the Bor- 
den Co., but has a long background 


of experience on the trade press 
side of the oil business, 

The extent to which jobbers might 
want to enlarge upon their partici- 
pation in OIIC developed some con- 
troversy in Cleveland last week, es- 
pecially in the meeting of the job- 
ber subcommittees. There, some job- 
bers were depicted as not being overly 
happy over recent developments in 
the industry. 

Taking Stock — Other Cleveland 
developments saw the OIIC: 

—Voting to make a new “barometer 
survey” of the whole information pro- 
gram to determine the progress that 
has been made since the last survey 
in 1950. 

—Agreeing to study the results of 
a special dealer-participation program 
planned for Houston, Texas, during 
Oil Progress Week with a view to 
deciding whether to apply the same 
program nationally in 1954. Houston 
dealers will pass out numbered pieces 
of oil industry information literature 
during that week. Then there will be 
a drawing, and the customer who 
holds the lucky number will get an 
all-expense paid trip for two to Mexico 
City. The dealer from whom the 
customer got that piece of literature 
will win a similar prize. 

Farts About O'1l—OIIC also viewed 
the first showing of a new film short, 
featuring a panel of oil] men from 
each branch of the industry giving 
answers to some of the most frequent- 
ly asked controversial questions about 
the industry. The panel nails a lot 
of old chestnuts, such as the one that 
the industry has bottled up a patent 
on a carburetor that would enable a 
car to go 100 miles on a gallon of 
gasoline. 





Strictly for showing within the in- 
dustry, the film is intended to stimu- 
late viewers to knowing the truth 
about their industry and how to an- 
swer false charges made against it. 


Cities Service Builds 
Two New Terminals 


Cities Service Oil Co. has begun 
construction of two new pipe line 
terminals near Detroit and Toledo. 

Products will be received from the 
company’s East Chicago refinery 
through the Wolverine Pipe Line, 
which is to be completed by early 
1954. 

The Detroit terminal, 14 miles 
southwest from the center of the 
c'ty, will have a storage capacity of 
about 8 million gal. 

Initial storage capacity of the To- 
ledo terminal will be 13.5 million gal. 
In addition to loading facilities for 
trucks and tank cars, it will be 
equipped to load lake tankers. 


New Jersey Adopts 
Unfair Practices Bill 


New Jersey passed its unfair mo- 
tor fuels practices bill last week to 
become effective July 1, 1954. 

The new bill incorporates changes 
recommended by Governor Driscoll 
last month when he returned an ear- 
lier measure to the state legislature 
with his conditional veto. The bill 
now provides for a uniform tank 
wagon price, except when necessary 
to meet competition, and allows dis- 
counts for timely payment and quan- 
tity or quality purchase. 

The language was changed to con- 
form to the Robinson-Patman Act, 
and the retail dealer was eliminated 
entirely from provisions of the bill. 
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Oil Jobber Group Takes Leading Role 
To Strengthen Little Fellow's Voice 


By Leonard Castle, Midwest Editor 


The Michigan 

Petroleum Assn. 

is taking the lead in a new drive to 

make small businessmen, particularly 

oil jobbers, a more potent factor in 
national politics. 

Under the direction of Galen E. 
Wilson, veteran Saginaw distributor 
and former association president, 
Michigan jobbers are keeping a “‘score 
card” on Congress to inform the 
various senators and representatives 
as to how small businessmen feel they 
are doing on numerous national is- 
sues. 

Mr. Wilson’s committee compiles 
the score card by polling large num- 
bers of small businessmen in Michi- 
gan, A total of 504 independent busi- 
nessmen in 55 cities and towns 
participated in the first ballot, which 
was just completed. Results of the 
poll will be sent to all members of 
Congress and to other groups of 
small businessmen in an effort to 
increase the political potency of In- 
dependents. 

The first ballot was taken with the 
help of Chamber of Commerce secre- 
taries in many of the cities and towns. 
Represented was a cross section of 
small retailers, distributors and man- 
ufacturers with about 20% of the 
replies coming from oil jobbers. 

The results showed that small busi- 
nessmen as a group have definite 
ideas as to what they think Con- 
gress should do. It further proved 
that small businessmen think pretty 
much along the same lines. 

* * — 


Following are the questions and 
answers in the first poll: 

Do you feel that the President 
knows what cuts can be safely made 
in the defense budget? Yes 85%, 
no 15%. 

Do you think we should have a tax 
cut or a balanced budget? Tax cut 
13%, balanced budget 87%. 

Do you think newspaper columnists 
and radio commentators are fair in 
the reporting of political activities of 
the President? Yes 32%, no 68%. 

Do you think Sen. McCarthy (R., 
Wis.) has done a good job in his 
fight azain-t commun sm and should 
be commended? Yes 76%, no 24%. 

Do you think teachers, college pro- 
fessors, ministers, public officials, 
radio or newspaper reporters, or any- 
one on the taxpayers’ payroll should 
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hesitate in saying “I am not a com- 
munist and never have been” if the 
statement is true? Yes 11%, no 89%. 


* al * 


Do you favor drastic budget cuts 
so as to reduce bureaucratic activ- 
ities? Yes 95%, no 5%. 

Do you think the bureaucrats in 
Washington are spending the tax- 
payers’ money on many activities that 
we can well do without? Yes 99.5%, 
no 0.5%. 

Do you think Congress has done a 
good job in protecting the taxpayers 
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from useless expenditures of public 
money? Yes 8%, no 92%. 

Do you feel the present Congress is 
as active in that respect as it should 
be? Yes 11%, no 89%. 

In case of strikes that do great 
public harm, do you think the Presi- 
dent should take quick action to pre- 
vent serious damage to the country? 
Yes 97%, no 3%. 

Do you think the greatest aid that 
Congress can give the small business- 
man is tax relief and relief from 
bureaucratic controls? Yes 97%, no 
3%. 

Do you think the small businessman 
needs any government loans if given 
a fair tax law? Yes 15%, no 85%. 

Do you favor passage of a bill to 
exempt jobbers from the provisions 
of the wage and hour law? Yes 71%, 
no 29%. 

Do you believe that the co-oper- 
ative tax advantage is unfair? Yes 
96%, no 4%. 


California Company Develops Ideas 
To Improve Operations at Stations 


By Frank Breese, Pacific Coast Editor 


New  develop- 

ments are re- 

ported in Standard of California’s sys- 
tem of company-owned stations: 

Cigaret vending machines have been 
okayed for installation in all stations 
in Los Angeles, Pasadena, Long Beach 
and San Diego divisions. This will 
add 378 installations, making a total 
of 628 with them—including the San 
Francisco Bay area and Sacramento. 

Metallic labels for easier identifica- 
tion of products used in pistol oilers 
are on trial in several divisions. The 
labels are made of heavy gauge alu- 
minum foil on which is printed the 
product name, then coated with a 
lacquer-base adhesive. 

New style under-hood mileage rec- 
ords with adhesive backing have been 
developed and released to stations. 
The new record has been changed to 
show when the next service is due, 
instead of when the last service was 
performed. Idea is to compute the 
mileage quickly and accurately sav- 
ing the customer that effort. 


The automobile came in for some 
discussion at the recent national meet- 
ing of the American Automobile Assn. 
in Los Angeles. 

Prof. Dean A. Fales, Massachusetts 
Institute of Technology, advocated 


that engines be moved to the rear to 
give better weight distribution. He 
criticized manufacturers for allowing 
designers, rather than engineers, to 
dictate how the cars should be built. 

Prof. Fales urged drivers to use 
dark glasses during the daytime to 
condition their eyes for night driving. 

Floyd Clymer, publisher, came out 
for more small cars to curb the 
horsepower race, to cope with heavy 
traffic and to afford a better brake 
system. Studebaker’s H. N. Kyser 
replied that the industry could have 
a small, 100-inch wheelbase car in 
production within two years, but he 
doubted that the American public is 
ready to buy such a car in large 
quantities. 

William E. Miller reported that an 
AAA survey showed 77% of motorists 
rate headlight glare as the worst 
driving hazard with speed second. 


The Washington Gasoline Dealers 
Assn. has recommended that its mem- 


‘bers add another service to their pump 


block routine: 
ash tray. 

That ties in with the state’s cam- 
paign to “Keep Washington Green” 
by reducing forest fires. Idea is that 
if an ash tray is full, a motorist may 
toss his cigaret stub out the window. 


Offer to empty the 
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When Tubeless Tires 
Need Repair . 


a 


Can Your Dealers 
Do This Work? 


& 


3. FILE rough spots on rim to in- 
sure a tight air seal . . 


1. TAKE it off the rim after break- 
ing bead with bead-breaker . 


4. TIGHTEN valve assembly on rim 
with socket wrench . . . 


2. HAMMER the rivets 
rim if leak is there .. . 


tight in 


5. CLEAN rim carefully before remount- 
ing tubeless tire 


You Can't Turn Down Tire Jobs 


The popularity of self-sealing inner tubes and tubeless tires is 
growing so fast that Goodrich will invest $13.5 million to expand its 


tubeless tire plants next year. 


Some 2,000,000 tubeless tires have been sold since 1948. 
Sales of tubeless tires increased 90% last year while sales of all other 


passenger tires increased only 34%. 


* 


This trend is creating a growing 
service problem in the oil industry. 
_ Oil marketers can’t afford to have 
their dealers buck the trend by turn- 
ing away the car owner who wants 
Service on these special tubes and 
casings. There are too many of these 
customers right now, and the future 
will’ bring many more. 

““8o, ‘this situation presents an addi- 
tional reason for improving all types 
of tire service at stations. Mechani- 
zation is the easiest solution. 


* 


* 


Mounting and dismounting tires of 
any kind by hand, with no more 
help than a hammer and tire irons, 
marks a service station operator as 
old-fashioned today. Because the 
hand methods take so much time 
and involve so much hard, dirty labor, 
dealers without mechanized tire 
changing equipment shy away from 
tire service, even on ordinary casings 
and tubes. 

Where safety tubes or tubeless tires 
are concerned, the inclination is 


even stronger to sidestep such simple 
things as puncture repairs or winter 
tread switching. Because the special 
tubes and casings are heavier, the 
hand method has become even more 
laborious and time wasting. 

Good service should be the dealer’s 
best approach to TBA sales of all 
kinds. How can a dealer hope to 
offer good tire service with the same 
service equipment he used 25 years 
ago? Aside from the extra muscle 
and time required, using a hammer 
and tire irons could alienate a custo- 
mer. If he has white sidewalls, he 
may resent such roughhouse treat- 
ment. 


How to Do It—As part of a com- 
paign urging mechanization of tire 
servicing, oil marketers should also 
review the mounting and dismount- 
ing procedure for safety tubes and 
tubeless tires. Even though this in- 
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formaticn has already been imparted 
to dealers in some form, it is easily 
ignored or forgotten because such 
jobs are not a daily occurrence in 
the average station. 

Tire manufacturers customarily 
pack an instruction sheet with each 
safety tube or tubeless tire. But these 
instructions are often lost or passed 
by. The instructions are sometimes 
incorporated in a leaflet telling the 
customer about the care of such tires 
and tubes, and dealers are prone to 
forget that the leaflets also cover 
mounting and dismounting procedure. 


Tubes — There’s nothing intricate 
in instructions. The special tubes 
are different from conventional tubes 
in two principal ways: they are 
thicker and heavier; some air must 
be left in the tube when dismounted 
so the plastic seal stock inside will 
not stick together. 


Finding Balance—It is also advis- 
able to match the light spot on the 
tube with the heavy spot on the 
tire. To this end one tire manu- 
facturer urges that all dealers in- 
stall a Mate-Rite Balancing Aid. It 
is an inexpensive device consisting of 
a spindle and four broad blades on 
which to hang the tube or casing. 
Gravity quickly locates the heaviest 
spot on the tube or casing. 


This is a precaution to simplify the 
final balancing of the assembled 
tire and wheel. Many dealers be- 
lieve that the valve location in a 
tube always marks the heavy ‘spot. 
In the case of special tubes this is 
not so. The manufacturer us- 
ually marks the heavy or light spot 
with a colored dot, but the practice 
differs between manufacturers and 
even between different products from 
the same factory. 


Because the special tubes are 
heavier, any out-of-balance condition 
is an immediate source of complaint 
from the customer. It will have an 
adverse effect on riding and steering 
qualities and will be a _ potential 
source of uneven wear. : 


Tire Spreader—It is also practical 
to put the casing on a spreader when 
inserting one of the special tubes— 
again because they are thicker and 
heavier. These tubes are purposely 
made a little oversize, so the tube 
wall will not be stretched when in- 
flated, as in conventional tubes. One 
reason is because safety tubes are 
expected to last longer. More im- 
portant, a constant state of compres- 
sion in the tube wall tends to force 
the plastic sealer around any punc- 
tures. 

Putting the casing on a spreader 
also helps to prevent the oversize 
tubes from wrinkling. For this same 
reason it is important to bounce the 
casing on the floor a few times with 
the tube in place, to be sure the tube 
is evenly distributed in the casing. 
Then it should be overinflated to 35 
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FINDING heavy spot on self-sealing 
tube with a Mate-Rite Balancing Aide 


lb. and, after balancing, reduced to 
working pressure. 


Tire Changing Machine—The value 
of using a tire-changing machine for 
installing casings on the wheel, where 
safety tubes are involved, is the same 
only greater than it is with conven- 
tional tubes. Because of the greater 
weight, the tire changer makes the 
work that much easier. Demounting 
the casing is also made easier and 
faster, with a tire changer. 


Changing Tires—For tubeless tires: 


too, mechanized tire changers make 
the work easier and much faster. 
The few special steps involved in 
mounting and demounting tubeless 
tires are simple. Prior to mounting 
the casing, the valve assembly 
mounted on the rim should be 
tightened up with a socket wrench. 


HEAVY puncture-sealing tires ‘can be 
handled with this Bishman tire changer 


Since air is sealed in by the bond 
between the bead and the rim, both 
bead and rim must be clean, and 
bent rims must be straightened. 

A bead-breaking tool has to be 
used to demount tubeless tires. Tire 
irons used for taking off conventional 
casings tend to damage the rim-seal 
ridges on the beads which leads to 
leaks. 

Otherwise it is entirely possible to 
mount and demount tubeless tires by 
hand, doing it the hard way. But 
whichever way the job is done, the 
dealer should have a tank into which 
the entire wheel can be immersed to 
be sure there are no air leaks through 
the rim. 

Punctures—Repairing damages to 
tubeless tires due to punctures or 
breaks is not hard for any dealer 
to handle. Any service station can 
make puncture repairs without doing 
any vulcanizing, once the tubeless tire 
is off the rim. 

All kinds of tire service can be 
money makers for the service sta- 
tion operator, regardless of the type 
of tire. Not only tire repairs, but 
tire switching, and wheel baiancing 
bring a good price. The big ob- 
stacle in most service stations to- 
day is the lack of speedy, modern, 
equipment. It doesn’t pay to be in 
the tire business in a half-hearted 
way, or to look on tire service as a 
nuisance. 

So oil companies today are telling 
their dealers to jump into mechanized 
tire service with both feet, and pro- 
mote it for every dollar there is in 
it. 


Tire Distribution Fight 


Predicted for Congress 


Unless the Federal Trade Commis- 
sion’s quantity discount ruling is up- 
held, a strong fight is expected in 
the next session of Congress for the 
passage of a bill to place the mar- 
keting of tires almost entirely in the 
hands of “independent tire dealers.” 

A bill to that effect (S. 175) was 
introduced last session by Senator 
Murray (D., Mont.). It was referred 
to the Senate Judiciary Committee, 
but no hearings were held on it. 
George J. Burger, representing the 
National Federation of Independent 
Business, said he “definitely” will 
open a campaign for the bill’s enact- 
ment if the FTC fails to make its! 
ruling stick. | 

The ruling, which involves major 
tire manufacturers, is back in the 
hands of the Federal District Court. 
That court had dismissed the tire 
companies’ suit against the rule, but 
the Appeals Court directed that it 
be heard. At stake is FTC's direc- 
tive that discounts on bulk tire sales 
could be no greater than the dis- 
count on 20,000-pound freight car- 
load lots. 

Aim of Bill—S. 175 would require 
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@ Combining both Positive Stop and Swing Check features, 
this Milvaco-pioneered valve does double-duty, and is 


ELIMINATES 


CON LA MINAT! O& 
AND BACK SIPHONAGE 


+ 
P-324 available in 2”, 21/2", 3" and 4". 
P-326 has extra female threaded ovtiet. 


engineered to comply with state regulations requiring equipment 


that prevents the reversal flow of liquid from one 


compartment to another. There's never any danger of bad 


contamination or back siphonage when your 


Made of Milvaloy — the miracle alloy 


truck tanks are equipped with Milvace P-324 Combination that combines light weight with 


Stop-and-Check Valves! 


superior sturdiness. 


@ Specify and use MILVACO products on all your petroleum € 
equipment. There’s a nearby Milvaco representative Other Milvaco Stop-and-Check Valves 


te serve your complete needs. 


available in bronze, 2”, 21/2” and 3”. 
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TIRES-BATTERIES-ACCESSORIES 





that all new, rebuilt, retreaded and 
recapped tires “shall be sold or de- 
livered only by or through independ- 
ent tire dealers.” It also rules out 
oil company service stations for the 
handling of tires—unless the station 
is completely independent and not 
required “to sell any brand or make 
of tire exclusively.” 


Seiberling Promotes Marx 
peerree: ie | Seiberling Rub- 
: > ber Co. has 
named Cyril J. 
Marx, Chicago, 
formerly in 
charge of special 
distribution sales, 
manager of oil 
company sales. 
The announce- 
ment was made 
following the 
signing of a con- 
tract with Stand- 
ard Oil Co. 
(Ohio) making Seiberling a major 
supplier of Atlas tires sold in its 
retail outlets. 


Mr. Marx 


Electric Storage Changes 


Electric Stor- 
age Battery Co. 
has established 
two new operat- 
ing divisions — 
industrial and au- 
tomotive. Ap- 
pointed as gen- 
eral manager of 
the industrial di- 
vision is Roland 
Whitehurst, vice 
president and di- 
rector, while Rob- 
ert L. Sommer- 
ville, formerly assistant general sales 
manager, will head the automotive 
products division. They are respon- 
sible for sales, manufacturing, engi- 
neering and related functions, and 
will report to Carl F. Norberg, ex- 
ecutive vice president. W. C, Lein- 
gang, manager of the firm’s Chicago 
factory, will be assistant general 
manager of the automotive division. 


Mr. Sommerville 


Cooling System Facts 


Fram Corp. has released a free il- 
lustrated booklet entitled Cooling 
System Facts. Since American mo- 
torists spend over $100,000,000 an- 
nually on cooling system repairs, 
Fram figures the motorists should 
know how an auto water-cooling sys- 
tem operates and how Fram radiator 
and water cleaner solves cooling sys- 
tem problems. Free copies can be 
had by writing Fram Corp., Provi- 
dence 16, R. I. 


SEPTEMBER 16, 1053 - 


BATTERY 
@ YOUT 


TEM Wei ae 


paves |f JETER a] 51 
G12 | pA yt 


Strapes 


APtLseae 


SEPARATORS 
CONTAINER 


OVERS 








Connectors! - 


Jent Pies uw 


|Me OF PART 


“on ie 


CG 





A ae a a 
a a 





. ae r> -—e 
Penge organ: 


2) S emo cow exe ease coe 





5 Tae Se ea a 


NUMBER OF PARTS needed for 12-volt and 6-volt batteries are compared in this 
chart prepared by L. E. Wells, chief engineer, the Electric Storage Battery Co. The 
chart does not give the cost of additional lead needed in the 12-volt battery. The 
additional plates, separators and other components will substantially boost its cost 


Higher Cost Slows Conversion to 12-Volt System 


There has been a tendency for TBA 
men to assume that the 12-volt elec- 
trical system eventually will be 
adopted by all car manufacturers. 


However, too little thought has 
been given to the fact that the high- 
er cost of a replacement battery may 
deter some manufacturers from rush- 
ing in immediately with a 12-volt 
system. Improvement of the 6-volt 
system to meet requirements of mod- 
ern cars also is being discussed. 

Opinions on the subject were 
sharply divided at meetings this sum- 
mer of the American Assn. of Bat- 
tery Manufacturers and Society of 
Automotive Engineers. Most bat- 
tery manufacturers predict that re- 
tail prices of the 12-volt battery will 
be 20% higher than 6-volt prices. 

No Simple Case—L. E. Wells, chief 
engineer, the Electric Storage Bat- 
tery Co., believes that mass produc- 
tion of the new battery will require 
extensive and costly retooling. It 
will be justified, he feels, only if the 
ignition problems in modern cars can 
be solved in no other way, and if the 
automobile industry is in full accord 
on the ultimate benefits of the 12- 
volt system. 

To illustrate his point, Mr. Wells 
prepared a chart showing the com- 
parative number of parts in the 6 and 
12-volt battery. Greater use of lead 
in the 12-volt battery, he pointed out, 
would be an important part of the 
increased cost. 


Marginal ignition performance has 


been the stumbling block in new en- 
gines using unusually high compres- 
sion ratios. It shows up in misfiring 
during acceleration, particularly at 
part throttle. One faction maintains 
this can be most readily solved with 
the 12-volt system, increasing the 
current available for ignition. But 
this requires not only a new bat- 
tery, but a redesigned starter, gen- 
erator, and other electrical compo- 
nents. 


One prominent engineer maintains 
that solution of the ignition prob- 
lem is the key. Full consideration of 
this problem, he feels, should include 
appraisal of other means for increas- 
ing current available for spark plugs 
including retaining the 6-volt sys- 
tem, 


Marquette Portable Charger 


A light-weight, all-purpose 6/12- 
volt portable battery charger has 
been added to the Marquette Manu- 
facturing Co. line. The “SLO-FAST” 
model 207 weighs only 15% pounds 
and provides fast, slow and trickle 
charges. Price is $49.95. 
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A MESSAGE TO AMERICAN 


INDUSTRY ® 


ONE OF A SERIES 


BRITONS CAN HAVE PROSPERITY 
—If They Want It 


What is required to get Britain, our key 
ally in the grand alliance of the free world, 
firmly back on her economic feet? The pur- 
pose of this message is to throw light on this 
crucial problem, which afflicts our other Eu- 
ropean allies also. 


At the moment, Britain is enjoying a res- 
pite from the economic crises (of 1947, 1949 
and 1951-52) which have plagued her post- 
war course. This respite may well continue 
for some time. But almost no one whose 
judgment is trustworthy believes that Brit- 
ain has acquired sufficient economic strength 
to safeguard her against further economic 
crises in the years immediately ahead. 


Two British Views 


New and clear light on what should be done 
to that end has recently been shed by two 
noteworthy British publications. One is a 
book, “We Too Can Prosper,” by Graham 
Hutton, distinguished British economic 
writer and administrator. The other is an 
article, “The Riddle of Prosperity,” published 
by THE (London) ECoONOMIsT, Europe’s most 
‘eminent economic journal. 


Combined, these two publications present 


in sharp relief the basic problem that must be 
handled successfully if Britain is to be safely 
solvent. As is implied by its title, the Hutton 
book demonstrates that Britain can be made 
prosperous by readily feasible procedures, pat- 
terned on what has been done in the United 
States, to increase its industrial efficiency. But, 
says THE ECONOMIST, with Mr. Hutton’s 
book in mind, this is not the most basic problem, 
which is, “How shall we make the British peo- 
ple determined to be prosperous?” This is a 
problem of incentive or motivation. 


Compared with that of the United States, 
average industrial efficiency in Britain, as in 
most of Western Europe, is low. In his book 
Mr. Hutton remarks that “fifty years ago 
an American industrial worker turned out 
roughly the same amount in a day as nis 
opposite number in Britain, Germany or 
France. . . . Today, he turns out from two 
to five times as much.” 


In large part it is this lag in output per 
hour or “productivity,” as the technicians call 
it, which makes Britain and other key coun- 
tries in Western Europe a continuing prey to 
economic crises. Moreover, the great disparity . 
in productivity between the U.S.A. and most 
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of Western Europe is a major barrier to 
knitting the free world into a smoothly work- 
ing economic whole. As one observer put it, 
“when the American economy catches a cold, 
the European economy gets pneumonia.” This 
is largely because Europe is so much weaker 
in productive strength. 


No Shortage of Knowledge 


Yet the knowledge which would enable the 
countries of Western Europe, and particu- 
larly Britain, to increase their industrial 
productivity has been mobilized and is readily 
available to them. It is with this process for 
Britain that Mr. Hutton’s book is concerned. 
In the book he summarizes the findings and 
conclusions, virtually all of them unanimous, 
of 66 teams, composed of British industrial 
managers, technicians, shop workers and la- 
bor leaders. Over a period of three years these 
teams completed a comprehensive series of 
inspection and study trips in the United 
States under the sponsorship of the Anglo- 
American Council on Productivity. The prod- 
uct of that effort, he remarks, is “a set of 
documents the like of which, on such a scale 
and of such practical value, has never been 
seen in the history of international and cul- 
tural borrowing.” 


Psychology the Key 


From study of these documents, Mr. Hut- 
ton concludes that better capital equipment 
is the key technical ingredient of higher in- 
dustrial productivity in Britain, and consti- 
tutes “the most urgent . . . need of British 
industry.” But he finds that even without new 
capital equipment a “15% rise in productivity 
can still be achieved by reorganization of 
work,” and that such an increase would “solve 
Britain’s chief social and economic problems.” 


Then why is not such an increase in produc- 
tivity, demonstrated by the Anglo-American 


productivity teams to be so clearly within 
technical grasp, promptly forthcoming? Mr. 
Hutton, quoting one of the team reports, 
remarks that, “‘the greatest obstacles to in- 
creased productivity are psychological rather 
than technical.’ We have to deal first and 
foremost with men, not machines.” And THE 
ECONOMIST, pursuing the line of inquiry sug- 
gested, reaches the conclusion that, by and 
large, the people of Britain do not want to 
prosper by being more efficient. THE ECONO- 
MIST says: 


“The real secret of American produc- 
tivity is that American society is imbued 
through and through with the desirability, 
the rightness, the morality of production. 
... But in Britain, if any moral feeling at 
all survives about economic matters, it is 
usually a vague suspicion that economic 
success is reprehensible and unworthy. 
From this difference in attitudes every- 
thing else follows.” 


“How,” asks THE ECONOMIST, “shali we 
set about restoring some belief in the rightness 
of effort, the morality of success?” For this 
question it has no ready answer. Neither 
have we. We are confident that the British 
people will neither be cajoled nor coerced into 
trying to match our productivity. Basically 
the problem seems to be to demonstrate 
clearly to them the truth of the proposition, 
set down by Graham Hutton, that “there is 
no goal, aim or end before a Good Society 
which the raising of that society’s material 
productivity cannot render easier of achieve- 
ment.” Doing that in an old and settled coun- 
try like Britain is obviously an extremely 
formidable undertaking. But until it is done, 
the crucial job of getting Britain and the rest 
of Western Europe firmly on its economic feet 
will remain to torment all of us. 


McGraw-Hill Publishing Company, Inc. 
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MAIN BULK PLANT of Como Oil Co. is used primarily for fuel oil storage. Company’s 5,400-gal. transport, right foreground, 
hauls gasoline from pipe line terminal to service stations 


Cost Records Help Profits Grow 


By LEONARD CASTLE 
NPN Staff Writer 


Myles Hall says he keeps a de- 
tailed record system because he 
likes to know exactly how much 
money he has made, and about how 
much he can expect to make in the 
coming year. 

Every jobber should keep good cost 
accounting records to be successful 
today, says Mr. Hall. He has good 
authority for this opinion, because he 
is speaking from his observations as 
president of Como Oil Co., Duluth, 
Minn., and president of the North- 
west Petroleum Assn. 

“If all jobbers kept accurate rec- 
ords,” says Mr. Hall, “we would 
know in a minute whether the re- 
cent increase in Midwest jobber mar- 
gins compensates the jobber ade- 
quately for his increased labor and 
equipment costs.” 

From his own 
thinks they do, 

Mr. Hall attributes to his extreme- 
ly complete record system a large 
share of his own success. And his 
success has been notable. In the 
last three years, Como Oil has more 
than tripled its gasoline sales, run- 
ning them up to 3,600,000 gal. last 
year. During the same period, it has 
increased annual fuel oil sales from 
1,000,000 to 2,600,000 gal. 


Triple Check—Since organizing the 
Como Oil Co., distributor of Phillips 
products, in January, 1946, Mr. Hall 
has developed a record system that 
tells him each day at a glance, how 
the business is progressing. 

There are three principal phases to 


experience, he 


Como’s system of record keep’ng: 

1. An annual estimate of sales, 
gross and net profits before income 
taxes, and expenses for each month 
of the next calendar year. 

2. A daily sales report which is on 
Mr. Hall's desk by noon each day. 

3. A monthly expense schedule and 
operating statement. These reports 
are compared each month with the 
annual estimates. 

The first record is made at the end 
of the year-when Mr. Hall works 
out an estimate of what his sales, 
gross and net profits, and expenses 
should be for each month of the com- 
ing calendar year. 

In making the estimate, he deter- 
mines the percentage that sales 
should be increased over the past 
year, To establish this goal, he first 
studies the anticipated general in- 
crease in consumption for the indus- 
try as a whole. 

He considers the new service sta- 
tions Como is building, new service 
station accounts which are being ac- 
quired, and what gallonage each is 
likely to sell. He fixes the amount 
of money to be spent on advertising 
and sales promotion and decides how 
much this effort can be expected to 
stimulate sales. He figures out what 
individual salesmen are likely to pro- 
duce. He determines the number of 
new houses being built in his area 
and the percentage of them that may 
be expected to become Como fuel oil 
customers. 


In computing prospective fuel oil 
sales, he studies the weather records. 
If the previous winter was unduly 
mild, he figures, on the basis of past 


experience, that the next one wil] be 
normal or unusually cold. If he ex- 
pects to add new commercial con- 
sumers, that is taken into considera- 
tion. 


After studying all these factors, 
Mr. Hall is able to make an accurate 
forecast of what the existing facili- 
ties will produce and what to expect 
from new outlets and accounts. He 
applies these estimates to the past 
year’s sales figures and projects the 
percentage of increase the company 
should try to make. 


Sales By Products—Estimated dol- 
lar sales are broken down according 
to gasoline, fuel oil, motor oil and 
TBA, oil burner service and furnace 
sales. 

To arrive at the estimated gross 
profit on gasoline and fuel oil, Mr. 
Hall takes the current margins and 
multiplies them by the total antici- 
pated gallons to be sold. He also 
estimates the income from other 
sources, such as operation of trans- 
ports, rent, discounts and bad debt 
recovery. 

In estimating expenses for the en- 
suing. year, he takes the current 
year’s figures and applies against 
them the increases that are certain 
or probable to occur. Primarily, 
these would include regular increases 
in salaries and wages, and any sched- 
uled increases in such things as in- 
surance rates and electric rates. 

Anticipated expenses are broken 
down into six sections: expenses of 
deliveries, bulk plants, sales, oil burn- 
er service, furnace department and 
administrative. 

For example, under bulk plant op- 
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“NORTHLAND” station of Como company is located near Duluth’s main business section. It has built a big gallonage through 


erations, Mr. Hall estimates wages 
and salaries, payroll tax, plant main- 
tenance and repair, plant deprecia- 
tion, insurance (including general 
liability workmen’s compensation, 
life and hospitalization, and fire), 
rent, stock loss, and power, light and 
heat, 

Estimated scales expense include 
wages and salaries, payroll tax, sta- 
tion equipment and repair, station 
depreciation, insurance, car travel 
and entertainment, advertising and 
miscellaneous expenses. : 


Totaling Up—Once all the esti- 
mates are made, the monthly figures 
for each item are entered in columns 
on a master sheet. As the months 
roll by, the actual results are en- 
tered in adjoning columns. This 
keeps Mr. Hall informed as to 
whether the business operation is at- 
taining the goals established at the 
year’s beginning and whether any ex- 
penses are getting out of line. 

His estimates for sales in 1953 in- 
dicate that his gasoline, sales should 
increase from 3,600,000 to 4,000,000 
gal. Fuel 01 sales are also expected 
to climb about 400,000 gal. from last 
year’s mild-winter-slump of 2,600,000 
gal. 


The Daily Report—The daily re- 
port is compiled under four main 
headings. 

First, sales of individual products 
and services are listed according to 
gallons and do!lars. 

Second, a daily sales summary 
breaks sales down into cash, charge, 
and return purchases. 

Third, a cash summary shows, in 
addition to cash sales, cash received 
on account, income from rentals and 
other sources. 

The fourth section is a daily in- 
ventory recapitulation. It lists the 
inventory balance for gasoline and 
fuel oil at the start of the day, and 
in-shipments of these products. Then 
are recorded the amounts sold that 
day, balance to account for, and ac- 
tual inventory. 


The Monthly Report—aAt the end 
of each month, the expenses for each 
of these sections are compiled on six 
separate forms. Then they are trans- 
ferred to monthly operating state- 
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service and convenience 


ment, Also listed on the operating 
statement, among other items, are 
gross profit on sales, total gross in- 
come, total expenses for each section, 
and finally, the net profit for the 
month. 


The figures from this monthly op- 
erating statement are recorded on 
the master sheet alongside the esti- 
mates for sales, gross and net profits, 
and expenses. 

Mr. Hall also has streamlined his 
system for keeping degree day and 
delivery records for fuel oil custom- 
ers. In most degree day systems, 
two cards are used, one for the of- 
fice file and another containing in- 
structions for the truck driver which 
he takes along when making deliv- 
eries. Mr. Hall has eliminated the 
second card. 


In its place, an invoice for the next 
delivery to each customer is run 
through an addressing machine im- 
mediately after the current delivery 
is made. The invoice, in triplicate, 
lists the customer’s name, type of 
fuel he burns, the price, and the 
quantity to be delivered. As soon 
as the invoice comes from the ad- 
dressing machine, it is filed accord- 
ing to the degree day computation 
for the next delivery. 

After the driver makes a delivery, 
he leaves one copy of the invoice 
with the customer. The other copies 
go to the bookkeeping department, 
and the keep-fill department where it 
is immediately posted on the original 
office card. Then the new invoice is 
made for the next delivery, even 
though the delivery won’t be made 
until some future date. 


The Results — Mr. Hall lists four 


advantages of this system: 

1. It saves time for the driver be- 
cause he doesn’t have to make out 
invoices on the route for the deliv- 
eries. 


2. It enables the company to set 
up a more efficient truck routing 
system. Since the invoices for each 
delivery are made up well ahead of 
time, exact routing schedules can be 
planned in advance. 


3, The customer receives a cleaner, 
clearer invoice because it is run 


through the machine rather than 


made out by hand. 


4. It makes for good credit control. 
The credit department has ample 
time to process each invoice before 
it goes out. 


Deliveries Sub-Divided — Because 
Duluth is long and narrow, Mr. Hall 
delivers fuei oil from four different 
bulk plants. One plant is located in 
East Duluth, another in the west 
end of town, and two in the central 
district. 


Deliveries are made in eight trucks 
ranging in size from 800 gal. to 4,000 
gal. The larger truck is used for 
gasoline deliveries in the summer. 


Como Oil operates a budget pay- 
ment plan on a 12-month basis for 
its fuel oil customers. 


“We feel the 12-month plan is 
much better than an 8 or 10-month 
system,” Mr. Hall says. “Spreading 
the payments over a full year, the 
customers soon get in the habit of 
classifying them as another utility 
bill. Also, it gives credit balance in 
the fall when the jobber wants to 
build up his stocks. An 8 or 10-month 
plan destroys the continuity of pay- 
ment. The customer gets out of the 
habit of paying during the summer 
months and may have a hard time 
readjusting his finances in the heat- 
ing season, Twenty-five per cent of 
our 2,000 fuel oil customers are on 
the budget plan and that number is 
growing all the time.” 


Como Oil supplies 30 retail outlets 
in the Duluth-Superior area. One 
station on Route 94, which was 
opened in May, 1952, pumped 286,000 
gal. during the remainder of the year 
and is expected to reach 500,000 gal. 
this year. It is open 24 hours a day, 
summer and winter. Como’s North- 
land station near the main business 
district had a gallonage of 435,000 
last year. 


All of the larger stations supplied 
by Como have minimum storage of 
3,000 gal. for regular and 1,000 gal. 
for premium. Storage at some of 
the stations totals 8,000 gal. for both 
products. Whenever the company 
replaces tanks at a service station it 
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installs a minimum of 4,000 gal. for 
regular and 2,000 gal. for premium. 

Truck Hag Gone 700,000 Miles— 
With such large storage capacity, 
Como is able to reduce delivery costs 
by making transport dumps to the 
bigger outlets. The company op- 
erates one 5,400-gal, transport which 
makes two 320-mile round trips each 
day from Duluth to the Great Lakes 
Pipe Line Co. terminal at Minneap- 


ol's. By dumping in transport lots, 
Como eliminates bulk plant handling 
expense and tank truck delivery 
costs, and cuts down on the number 
of trucks required. 


Gasoline deliveries to the smaller 
staticns are made throughout the 
year with a single 1,500-gal. tank 
truck, assisted during the summer by 
the 4,000-gal. fuel oil unit. 


Price Leadership of Independents 
Improves Margins in Northwest 


Price leadership has shifted from 
the major oil companies to the In- 
dependent fuel oil distributors in 
Washington state since price decon- 
trol last February. 

That is the most significant devel- 
opment of the decontrol of heating 
oil prices. 

“The fact that majors have start- 
ed posting retail prices in some 
areas is important because it means 
that they are not undercutting the 
distributors to get the consumer busi- 
ness,” said Robert G. Elmslie, man- 
aging director of the Oil Heat In- 
stitute of Washington. 

“Several of them have moved their 
postings up to prevailing dealer 
(distributor) prices in areas where 
they serve consumers direct. 

“This is more realistic in terms of 
cost of operation. 


“Major suppliers have been s0 
concerned with getting a proper 
price for their products that they 
lost sight of a proper return for dis- 
tributors handling their products. 
They still don’t know what it takes 
to get maximum distribution.” 


Had Two Choices—Before the ma- 
jors upped their postings, said Mr. 
Elmslie, there were two alternatives: 
(1) try to convince the majors they 
should withdraw from the retail 
business and turn everything over to 
the distributors (dealers) or (2) try 
to convince the majors that, because 
they lacked factual cost data, they 
should move their postings up. 


Effect of Decontrol — In Seattle, 
Tide Water Associated had been 
posting reseller prices that shaded 
distributor postings. On furnace oil, 
Associated’s posted reseller rate was 
11.5c per gal. for quantities over 400 
gal. and 12c per gal. for quantities 
between 200 and 400 gal. 


Distributor rates were 11.8c for 
over 500 gal. and 12.9c for 200 to 500 
gal. 

After decontrol, Associated ad- 
vanced its reseller rates to distribu- 
tor levels. Later, Standard of Cali- 
fornia and Richfield followed suit. 

Major v. Independent Competition 
—Most Seattle business is handled 
by distributors, but in several other 
areas throughout the state, major 


suppliers compete with distributors 
for consumer business. 

“We insisted that the majors’ re- 
seller postings were fictitious,” said 
Mr. Elmslie. “They had worked to 
the detriment of the independent dis- 
tributors. Now that postings are on 
a realistic basis, price leadership has 
shifted from the majors to the Inde- 
pendent distributors.” 


Typical furnace oil postings in 
Seattle are: 


500 gal. and over ... .14c per gal. 
200 to 499 gal. ...... 15.1 
40 to 199 gal. ........ 16.2 
ee Ff eer 20.2 


In February, suppliers raised the 
wholesale price an average of 1.8c 
per gal. Depending on the area, dis- 
tributors then added another .4c to 
5c per gal. to the reseller margin. 

Public Relations Problem—Decon- 
trol was timely, said Mr. Elmslie, 


because it came when distributors 
were growing desperate about the 
margin outlook. However, the size 
of the increase posed a public rela- 
tions problem. As it turned out, 
though, the distributors got through 
the season pretty well on both counts. 

There was an angry public outcry 
against the amount of the increases. 
Distributors were confronted with 
the public relations problem of ex- 
plaining the increase and appeasing 
householders. 

Institute officials were concerned 
about the amount of the price boost 
because their sales promotion cam- 
paign had been stressing the eco- 
nomical qualities of heating oil. Pri- 
vately, they denounced the “fantastic 
increases”. 

There are no signs now, however 
that the public harbors any ill-feel- 
ing against the distributors, said Mr. 
Elmslie. 


Weather Gives Help — Although 
OPS control held distributors to a 
rigid margin, a weather quirk 
worked to their benefit. By the end 
of December, Seattle was running 
20% behind normal on degree days. 
This meant that business was slow 
for distributors. 

Cold weather really didn’t set in 
until March. So distributors en- 
joyed a brisk volume of business in 
March and April with their new mar- 
gin. 

The good business after decontrol 
counteracted some of the bad ef- 
fects of the control period, said Mr. 
Elmslie. 


Dealers Show Best Ways to Handle Customer Gripes 


A recent survey conducted by 
Humble Oil & Refining Co. of some 
two score retailers on how to handle 
customer complaints and grievances 
revealed the following 10 methods 
used by various dealers successfully, 
according to the company’s dealer 
publication, “Humble Sales Lubri- 
cator.” 

1, Don’t attempt to settle griev- 
ances by snap decisions. Take time 
to plan the way the problem should 
be handled. Interview the customer, 
hear his story, and when a decision 
is reached, tell him the reasons for 
doing what is to be done. 

2. When a customer has a com- 
plaint concerning occurrences or 
rules, explain the whys and where- 
fores behind the occurrence or rule 
involved. Show him the rules are 
for his benefit as well as for the 
company and/or dealer. 


3. Remember the customer is usu- 
ally right from his viewpoint. If the 
dealer remembers this, he and the 
customer can more readily arrive at 
an adjustment of the situation. 

4. Never joke about a customer’s 
complaint. Approach it in a serious 
manner. 

5. Be quick to acknowledge an 





honest error; This offers a demon- 
stration of honesty and fair dealing 
on the part of the dealer. 

6. A customer’s troubles may be 
imaginary, but they seem very real 
and important to him. The dealer 
should realize this and treat the cus- 
tomer in the same manner he treats 
a real complaint. 

7. Keep close contact with the cus- 
tomer. It is easier for dealers to 
settle complaints when they can view 
the problems from both sides of the 
fence. 

8. A person convinced against his 
will is still unconvinced. Don’t try 
to use high pressure arguments. 

9. In arriving at a solution, be 
careful of establishing a precedent. It 
is wise to settle any grievance if pos- 
sible, but not when this will create 
a precedent that may be harmful in 
the future. 

10. A customer making a complaint 
has a chip on his shoulder. That’s hu- 
man nature. Before a suitable solu- 
tion can be reached, the dealer must 
change the customer’s frame of 
mind. Nothing will put the custo- 
mer in a better mood than a good 
sense of humor coupled with under- 
standing on the part of the dealer. 
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Cold Weather Indicates Pick Up in Light Fuels 


By C. H. PECKWORTH, Jr., 
NPN Staff Writer 


Early temperatures in the 30’s the past week in some 
of the big fuel oil consuming areas may be the signal for 
the start of some very much delayed “summer” distillate 
fills by the nation’s tank car, barge and cargo buyers. 
Up through the first half of September, however, re- 
finers and marketers readily admitted that off-season 
sales of light fuel oils this year have been “the slowest 
ever.” 

There was a free supply of gasoline in all areas, indi- 
cated by lower prices in the Los Angeles under-the-rack 
market, sizeable offerings for 60-day cargo-lot delivery 
at the Gulf, “week end special” prices at private brand 
service stations in the Midwest, and an increase in retail 
price wars in the East. Both tank wagon and retail prices 
were lower at Akron, Ohio (see below). 

An amply supplied gasoline market was causing cur- 
tailed runs at many refineries. And this, in turn, was 
restricting the industry’s ability to produce on short notice 
large quantities of heating oils in the event of a colder- 
than-normal fall. It was pointed out that 1,000,000 bbl. 
of heating oils now in storage represent approximately 
20,000 b/d of refinery crude runs over the five months 
of the winter season. 

Trading was quiet in all areas, and buyers of both 
gasoline and heating oils in bulk quantities showed little 
interest. Pricewise, there was a continuation of retail 
gasoline wars at many points in the East, with cut prices 
threatened at Newark, one of the largest consuming 
points on the Atlantic Seaboard (see below). 


Highlights of developments abroad were the invasion 
of the Canadian light fuel oi] market by a Belgian refin- 
er-marketer, and reduced liftings of Navy Special] fuel 
oil by the U. S. military in the Persian Gulf (see p. 44). 

NPN learned that the Belgian marketer has purchased 
an initial cargo of light fuel oil in the Caribbean for 
late September delivery to Montreal. The firm also is 
reported to have arranged for the use of idle terminal 
facilities at Montreal East, and has recruited a number 
of key marketing employes from companies now operating 
in the Montreal-Toronto area. 

In U. S. markets, efforts to sell gasoline and negotia- 
tions by buyers looking for “bargain” distillates com- 
prised much of the trading activity. 

On the West Coast, NPN learned that one major com- 
pany’s regular-grade gasoline was offered in the Los 
Angeles Basin at 11.75c per gal., ex taxes, laid in, and 
this is the lowest gasoline quotation that has been men- 
tioned on a major brand since inventories recently be- 
gan loosening. The lowest under-the-rack quotation posted 
at Independent refineries has been 13.1c, two other quo- 
tations by major refiners reportedly had been made at 
12.1¢c. 

At the Gulf, refiners said they had “combed the Mid- 
west” in vain trying to find a tow buyer of spot 83 
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oct. regular-grade gasoline at 11.25c per gal. Virtually 
no bids are reported for this product that now is freely 
offered, some “feeler”’ inquiries reportedly having been 
made at “about 10.875c.” 

In the East, where gasoline price wars continued (see 
below), trading in distillate fuel oils featured a variety 
of reports on prices. 

It was at New York Harbor that No. 2 fuel at “special 
discounts” that at one time netted as low as 8.9c and 
8.8c had disappeared. Most spot material, these reports 
said, was being held for a minimum of 9.15c per gal., 
with a few barges “possibly at 9c.” 


On the other hand, some major and Independent sup- 
pliers said they were making sales of No, 2 fuel at a 
net price, after summer discount, of 9.4c per gal., these 
sources adding that the customers involved were more 
concerned with continuity of supply over the winter than 
with “shading” a few mills on a one-shot purchase. 


In New Jersey, the marketing division of Esso Standard 
Oil Co. said that it would discontinue its “summer dis- 
counts” on distillate fuel oils at midnight on Sept. 30, 
as originally announced (see April 29 NPN, p. 28). The 
company has been discounting its established delivered 
cargo prices for distillates by 0.3c per gal. at a fil) in- 
centive, and all other distillate prices—tank car, barge, 
yard, and tank wagon—by 0.5c at most points in its 
eastern marketing territory. 


The period to Sept. 30 promises to be unsettled, for 
several suppliers already say their contract distillate cus- 
tomers are asking for “special” quotations in reflection 
of the easiness in prices generally. At least one large 
marketer, however, has informed one of his eastern cargo 
accounts that he “will make no concessions on distillate 
prices as long as it appears that current inventories are 
just enough to get through a normal, or a slightly colder- 
than-normal winter.” The weather in early fall will be 
an important factor, according to most trade estimates. 


Details of retail gasoline price developments follow. 
Prices are exclusive of state and federal taxes, the amount 
of which is in parentheses. 


Akron, Ohio (7c)—-Standard Oil Co. (Ohio) Sept. 14 
announced reduction in its gasoline prices in Greater Ak- 
ron, comprising 10 townships in Summit County, effective 
12:01 a.m. Sept. 14. Company said it took action when 
reports to its marketing department showed “competitors 


too far below us on prices,” adding that “adjustment was 
made to bring us in line with realities of the market.” 


Regular-grade gasoline was reduced 1.2c to 19.9¢ per 
gal. at company-operated stations. Dealer tank wagon 
was reduced 0.6c to 15.9c and consumer tank wagon by 
same amount to 19.4c. 

Akron was regarded as a “depressed area” by Sohio 
for three years until prices were raised to same as other 
points in state on March 5 this year. Company says that 
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Summary of Daily Gasoline Prices (Sept. 8 through Sept. 14) 


Monday 

Motor Gasoline 83 Oct. (Premium): Sep... a4 
ui, ~ (Texas & a Mex. aot}: 13 0-10.58 ine 
E. fa (truck asp TaSP.) cccccccccesses 13.5 13.5 


Motor Gaseline 90 Oct, (Premium): 
Okia., Group 3 (Okla. shpt.) .....«-- 
Okia., Group 3 —a a 
Midwestern Cow basis 
N, Tex. (Texas & New Mex.” shpt.).: 
Ww. Tex, (Texas & New Mex. shpt.).. 

Tex, (Truck Tnsp.) 
Seat. W. Tex, (Truck Tnsp.) ......-- 


Motor Gasoline 88 Oct, (Premium): 
N. Tex. (zemee & New Mex, shpt.).. 
W. Tex, (Texas & New Mex. shpt.).. 
BE, Tex. (rruek fosp. de 


Motor Gasoline 84 Oct, (Regular): 
Okla., Group 3 (Okla shpt.) eseee (€2)11.5-11.625 
Okila., Group 3 (Northern spt}. sed cee (7) 11.375-11:625 
pidwesters, {Group 3 basis . Oe 


af te. ah 

Ww. (Pexas 11.75-12.25 

E. Ten ( ck Ths e 11.75-12.25 
Motor Gasoline 82 Oct, (Regular): 


N. Tex. (Texas #! a Mex, shpt.).. (2)11.75-12.25 
E. Tex. (Truck T 11.75-12 


Motor Gasoline 60 Oct. M & below: 

Okia., Group 3 (Okla, shpt.) ee 10.625-11.125 10.6: 

Okla., Group 3 (Northern shpt.) . 10. 625-10. +1 Ad 

Midwestern (Group 3 basis) . e 10.625-1 10.6 
. Tex. (Texas & New Mex. shpt.).. 10. ile. 10.95 

W. Tex (Texas & New Mex. shpt.).. 11.25-11.5 

BE. Tex, (Truck Tnsp.) (2)11-11.125 

Cent. W. Tex, (Truck pnsp.} Sevecoes 11 


Motor Gasoline 92 Oct. (Premium): 
New York harbor 15. 1 7 
New York harbor, paren 15. 
Philadelphia ce . 2 1 
Baltimore ° 
Baltimore, barges 


Motor Gasoline 86 Oct, ee 
New York harbor . 





14. ean 6 


Philadelp : , (2)14. 514.6 
Philadelphia, Sage Sevcccees ° 4.4 
Baltimore (2)13-4-14.8 


Motor Gasoline: 
Western Penna., Bradford-Warren: 
90 Oct. (Prem.) 


15.15(2) 
86 Oct. (Regular) 


14.15(2) 
Western Penna,., Oi) City: 
90 Oct. (Prem.) 


Western Penna., Pittsburgh: 
90 Oct. (Prem.) .... 
86 Oct, (Regular) .....ccseeeeee ence 


Friday 
Sepe, il 
13.75-14.25 


(2) 11.75-12.25 
11.75-12 
Cent. W. Tex. (Truck rap.) ecccccee 11.75 11.75 


625-11.125 
10. i oe) a 


11.25-11.5 
Goss-51.258 


15.4-15.7 
15.3-15.6 


6(2) 
14.4-16.6 
14.4 


orcccvees 14.15-14.6 
New Rehm pany my barges .. 13-14 13-14.1 
(2) 14.5-14.6 


(2)13.4-14.8 
13.4 
15.15(2) 
14.15(2) 

15.15(2) 15.15(2) 

14.15(3) 14.15(3) 


oeee cere eerens 15.5 15.5 


‘Thursday Wednesday Suentng 
Sept. 10 Sept. 9 Sept. 


13.75-14.25 13.75-14.25 13. i 14.25 
13.5 13.5 13.5 
13.5 13.5 13.5 


(2)12.5-13.125 


$2)38-8-28. 125 (6)12.375- 13. 125 


(2)12,5-13.125 
(6)12.375-13.125 


6) 12.375-13.125 15-1: 
(3312. 375-13.125 (4)12.375-13.125 
13-13.75¢2) ty + Saad 

i PRY 13-13.75 


11.75-12.25 11. 75-12. 25 


(2)11.75-12.25 
11.75-12 
11.75 


(2)11.75-12.25 
11.75-12 


(2)11.75-12.25 
11.75-12 
11.75 


10.625-11.125 10.625-11.125 

10. — "875 (2) 10.625-10.875(2) 
25-10.875 10.625-10.575 

10.75-11.8 


11.25-11.5 
(2)11-11.125 
11 


10.625-11.125 
10.625-10.875(2) 
lu. 62u- 1u.575 


11. 
sd | +11.125 


15.4-15.7 15.4-15.7 
15.3-15.6 15.3-15.6 
16(2) 16(2) 
14.4-16.6 14.4-16.6 
14.4 14.4 


14.15-14.6 


13-14.1 
(2)14.5-14.6 
14.4 
(2)13.4-14.8 
13.4 


14.15-14.6 
13-14.1 

(2)14.5-14.6 

(2)13.4-14.8 
13.4 


14. a8: 6 
13-14. 
(2)14. 5-14. 6 
(2)13.4-14.8 
13.4 


15.15(2) 15.1512) 


14.15(2) 


15.15(2) 
14.15(2) 


15.15(2) 
14.1513) 


15.1512) 
14.15(3) 


15.5 15.5 
14.25 14.25 





“depressed area” still is best term to describe new situa- 
tion in area, 

Newark, N. J. (5c)—Discounts of 1.5c off dealer tank 
wagon prices that have been prevalent in the Perth Am- 
boy Area (see Sept. 9 NPN, p. 36) have spread to the 
main highway approaches of Newark on Routes 25 and 
27, including Linden and Elizabeth. The discount, al- 
lowed to his dealers by one major marketer, is described 
as a “secret” allowance, and other sellers say they will 
meet it if they can confirm. Retail prices at most sta- 
tions in this large consuming area continue at 20.9c, 
with some “cut” prices ranging down as low as 16.9c. For 
other reports of the New Jersey retail gasoline price sit- 
uation, see p, 30. 

Providence, R. I. (6c)—Pump prices fell another 2 to 
2.5c, to 12c, in some sections of the city, although most 
dealers continued to post 12.9c in “less afflicted” areas. 
Tank wagon prices were unchanged at 14.9c. So-called 
“normal” prices: 21.4c retail; 16.4c tank wagon. 

Springfield, Mass. (7c)—Sun Oil lowered its tank wagon 
price for Blue Sunoco gasoline 3.1c to 13.9c, which a com- 
pany spokesman said was to meet competition of other 
suppliers. Other major brands mostly are 17c for tank 
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wagon deliveries of regular-grade, but with “voluntary 
allowances” off the so-called “normal” price of as much 
as 4c per gal. Retail prices of ic, with private brand 
postings ranging from 14.9c to 15.9c, and major brands 
from 16.9c to 17.9c. “Normal” retail for major brands 
was 21.9c. 

Wilkes-Barre, Pa. (7c)—-New low prices featured the 
drawn-out price war that has enveloped a dozen town- 
ships along the Susquehanna Valley, There major mar- 
keters cut their tank wagon prices 1c, from 13c to 12c, 
to dealers in Wilkes-Barre and adjacent townships, and 
others said they would meet this price, which they de- 
scribed as 4.7c “sub normal.” Four retail stations cut 
their prices 2c to 14.9c, while prices at most other sta- 
tions in Wilkes-Barre were off 1c to 15.9c. 


ATLANTIC COAST 
Heating Oil Reports Vary 


The heating oil price and supply situation along the 
Atlantic Coast continued to produce a variety of reports 
at the end of the second week of September. Mainly, 
however, stocks at primary terminals were climbing rapid- 


NATIONAL PETROLEUM NEWS 








Oil 


MARKETS 





ly, and there has been little in the way of purchases by 
barge and tank car buyers. Gasoline and heavy fuel 
markets were quiet, and prices reported for all products 
were unchanged. 

There were reports—the first of this type—that some 
of the “special discount” No. 2 fuel, which in the past 
has netted as low as 8.8c, had dried up. Most material 
was held for a minimum of 9.15c, these reports said, with 
a little “possibly” at 9c. 

Customers concerned more with continuity of supply 
than spot “bargains” were paying 9.4c, the generally 
quoted barge price, and two New York Independents said 
they were making “occasional” sales at this price. On 
the other hand, it was indicated that one major marketer 
had been “forced” to “dump” kerosine and No. 2 fuel 
“for storage reasons,” and some of the latter oil re- 
portedly went as low as 8.75c; this was not confirmed. 
Prices reported by New York Harbor suppliers for No. 2 
fuel in barge lots ranged upward from 9.15c per gal. 

There was some, but not much, unsettlement of the 
residual markets on reports that a tanker was fixed 
for a Netherlands West Indies-North of Hatteras voyage 
at USMC minus 60%, or approximately 18c per bbl. for 
bunker “C” fuel. Exclusive of duty, this would lay down 
at about $2.03, New York Harbor, or roughly 7c per bbl. 
below prevalent contract cargo prices. At most middle 
Atlantic terminals, bunker “C” fuel was quoted at $2.25 
per bbl, in barge lots. 

Gasoline was virtually a “dead issue” at the wholesale 
level. Meanwhile, retail price wars continued to flare up 
and spread at many seaboard points. 


GULF COAST 
Trading Still Slow; Runs Reduced 


Runs at refineries were generally being reduced along 
the Gulf Coast the past week as cargo market sources 
reported continued quiet trading. Prices were unchanged, 
although virtually all segments of the trade said that 
lower octane grades of gasoline had weakened, and bids 
for spot material were not in evidence. 

Reduced runs at refineries ranged as high as 35% at 
some Independent plants, whereas the cut-back in through- 
put at major installations generally were in the 5% to 
10% range. All products were in free supply, accord- 
ing to reports, with 93 oct. premium gasoline—until re- 
cently the tightest product—now available for Septem- 
ber lifting. 

The pick-up in orders for heating oils which had been 
widely anticipated has not yet appeared, and this was 
pointed up by an almost total lack of ocean tanker 
chartering activity. On the other hand, no “discounts” 
(below low reported spot quotations) were indicated for 
either kerosine or No. 2 fuel. Accelerated liftings of jet 
fuel by the military are working to reduce the recent ex- 
cess supplies of kerosine, it is said, and a number of 
major suppliers reportedly have no more than “one or 
two extra” cargoes of No. 2 fuel. 

Concern over the supply situation centered on the free 
supply of gasoline available for lifting between now and 
the end of the year, trade sources said. Regular-grade, 
83 oct., has virtually no outlets along the East Coast 
because of the quality requirements in that area, and 
the majority of midwestern terminal] operators apparent- 
ly are well stocked on this grade. While no lower quo- 
tations for gasoline were reported, it was said that a 
firm bid for either 83 oct. regular or 79 oct. would bring 
out supplies “from 0.375c to 0.5c lower.” 

Bunker oil also was somewhat easy, and one major 
supplier reportedly had a fairly sizeable inventory to 
move. Low sulfur fuel also could be found “at or near” 
the $1.85-per-bbl. price quoted by most sellers for no- 
sulfur-guarantee material. One inquiry was reported for 
low sulfur for river shipment at the end of September. 
No sales. 
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Explanations of Price Tables 


The reader's attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
42 and the price tables appearing on pages 45-50 
of this issue. 

The letter “X” indicates a change in prices if 
the change is on the low of the price range, the 
“Xx” is adjacent to the low; if the change is on 
the high of the price range, the “X” is adjacent 
to the high; a change from one flat price to a 
higher or lower flat price, or elimination of the 
low of a price range, is indicated with an “X” 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X” 
to the right of new price. 

Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 48 all prices reported are shown. In 
all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to in- 
dicate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators), 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors, 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals. 











Trading Generally Continues Quiet 


Refiners in Western Penna. reported the market gen- 
erally quiet following the Labor Day week end and prices 
for all products were unchanged. 

Most refiners said that branded motor oil shipments 
were in good volume but that spot market for bulk 
lubricating oils was “dead” with some declaring it was 
the worst they had ever seen it. Several sources felt 
that open market trading in base lube stocks would pick 
up only when prices were lowered to meet the competi- 
tion of solvent refined Mid-Continent oils. 

“There’s demand in the European market for Pennsyl- 
vania lubricating oils but at Mid-Continent prices,” one 
refiner declared. 

Heating oil demand also continued slow. But since 
Pennsylvania Nos. 1 and 2 fuels meet specifications for 
Diesel fuel, and the Diesel market was strong, most re- 
finers said they were in comfortable position on distillate 
inventories generally. One refiner declared that his stocks 
were “dangerously low,” adding that his present inven- 
tory was only one third of what it was at this time last 
year. 

Shipments of gasoline against contracts were heavy 
as jobbers replenished inventories depleted over the Labor 
Day week end. Open market demand, however, continued 
quiet. 

Petrolatums for the most part remained firm with of- 
ferings relatively light. Some reports said wax had eased 
slightly but there were no spot sales disclosed at reduced 
prices. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Post Labor Day Demand Sla-k 


The hoped for pick up in demand for light fuel oils 
failed to materialize in the Midwest in the post Labor 
Day week. Reports generally also indicated decided eas- 
ing in gasoline. Residual fuels were firm. Refiners’ 
quotations were unchanged for all products. 

Cooler weather over the upper central states stimulated 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 
Sept. 14 . je a 16.45 12.70 
Month Ago .......-essseees 16.51 12.70 
Vee AGD cor cccccdessvceens 15.32 11.65 

Dealer index is an average of dealer tank wagon prices 
ex tax in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or ter- 
minals: Okla., Midwest, W. Penna., Calif., N. Y. Harbor, 
Philadelphia, Jacksonville, Boston and Gulf Coast. 











the call for light fuels only slightly, according to most 
reports. One refiner described orders from his contract 
jobbers as “barely trickling in,” and others also said de- 
mand was disappointing. 

The fact that the Labor Day hump in gasoline con- 
sumption has passed and gasoline stocks are still high 
was the occasion for widespread feeling in the trade that 
the product was “sloppy.” Regular-grade gasoline con- 
tinued to be offered at Great Lakes pipe line terminals 
at “0.125c to 0.25c off” delivered terminal prices, but 
at the same time there were no reports that spot offer- 
ings had slipped below this level. No open market trad- 
ing was disclosed. 

Most sources said No. 6 fuel was “very firm” to the 
trade at $1.10 to $1.15, Group 3 basis, but there also were 
reports that some consumers were being offered ma- 
terial for shipment over the balance of September at 
$1.05. The latter lacked confirmation. One refiner said 
he was considering boosting his price 5c, from $1.10 to 
$1.15. Quotations reported by other refiners ranged up 
to $1.30, while tank car marketers quoted $1.10 and up. 


CHICAGO DISTRICT 
Trading Quiet; Retail Gasoline Easy 


Refiners and river terminal operators generally ex- 
pressed disappointment in Chicago District last week 
when contract and open market demand for light fuels 
showed virtually no improvement. Gasoline stocks were 
high and there was marked easing in local retail prices. 
Residual fuels continued in snug supply with prices firm. 
Suppliers reported no price changes. 

Most refiners had big stocks of light fuels, particularly 
No. 1, and gasoline on hand, but despite this the open 
market was noticeably free of “bargain” offerings. 

The retail gasoline situation was unsettled in Metro- 
politan Chicago. Reductions of 0.5c to 1c in some sec- 
tions of the city and some suburbs by private brands 
were met by similar reductions on a local basis by major 
brand dealers, according to reports. Dealer tank wagon 
prices, however, were unchanged. 


Light Fuels Improve; Residuals Steadier 


Cooler weather brought some improvement in light fuel 
oil shipments in Central Michigan last week and, at the 
same time, most refiners said residual fuels were notice- 
ably steadier. Although gasoline demand has eased, 
some refiners still were operating with low inventories. 
ee prices were unchanged and no trading was dis- 
closed. 

Demand for light fuels showed gain, but refiners said 
call still lagged far behind production. For the first 
time in many months, most refiners agreed that residual 
fuels were steady. In some cases, refiners said bulk of 
their No. 6 fuel sales were at prices from 0.25c to as 
much as 1c higher than the 6.5c price, FOB Central Mich- 
igan, quoted by three refiners. 


aa 





MID-CONTINENT 


Distillate Demand Rises; Gasoline Weak 


Burning oil demand increased slightly, and residual fuel 
supplies remained firm in the Mid-Continent the past 
week. Gasoline picture was anything but bright, accord- 
ing to most refiners, and several said they had their 
doubts about present prices holding much longer. No 
price changes were reported by refiners, however. 

Labor Day saw heavy local sales, and good withdrawals 
at northern pipe line terminals, but toward end of week, 
refiners generally said gasoline was “sagging.” More 
and more suppliers, trade sources said, were finding they 
had gasoline either on, or about to go on, demurrage in 
pipe line and as result, “discounts” of 0.125c to 0.25c 
“under published prices” plus transportation were freely 
offered. One Oklahoma refiner, who reduced his runs 
about 20% recently, said he didn’t know of “anyone who 
is not in trouble on gasoline.” 

There was some increase in burning oil demand, but it 
was slight, according to most reports. Refiners gen- 
erally said weather was still too warm in northern 
areas for buyers to get “burning oil conscious.” Most 
inquiries that were in market called for material to be 
delivered in late fall or early winter. 

Resellers in Oklahoma said they were able to buy No. 6 
fuel at $1.05 to $1.10, depending on sulfur content, FOB 
Group 3 basis, but only in small quantities. Low sulfur 
supplies, especially, remained tight, and some refiners 
refused to sell under $1.15, Group 3. Inland Texas re- 
finers generally reported no difficulty in moving residual 
to Gulf Coast on contracts. 

There was little lubricating oil activity. One refiner 
said foreign demand is still good for his South Texas oils, 
but added domestic demand was slow. 


Oil Price Index Unchanged 


The Bureau of Labor Statistics’ wholesale oil price 
index, based on Platt’s Oilgram quotations, was unchanged 
for the second straight week. Current index is shown 
below in comparison with corresponding week a year ago 
(1947-49 equals 100): 

Sept. 8, 1953 Sept. 9, 1952 
Crude and products ........... 116.5 108.5 
SC Mati th ds a ca/ppuecia bese ndeeeesust Seam 109.0 
Refined petroleum ...........--6--eseeee++ 115.6 108.5 
Gasoline ° 125.2 115.0 
BES. Sa sewe on Se caeseéseasbewe se rive tv ’ 112.8 
er err ere yrorrrrerre ; 112.1 
Residual fuels 91. 80.7 
Lubricating oils 5. 98.5 
OE (ONS dg wae nab’ Feet ne chet 93. 101.7 


Korean Truce Slows Persian Oil Liftings 


Military liftings of Navy Special fuel oil from the 
Persian Gulf are being cut back two to three cargoes 
(200,000 to 300,000 bbl.) monthly as result of decreased 
requirements in the Far East, following the Korean truce. 

A military spokesman said Sept. 10 that total cut- 
backs during “adjustment” period would amount to about 
10 cargoes, or one million bbl. of Navy Special. It is ex- 
pected that Navy Special requirements will return to 
about pre-truce average after reassignments of military 
vessels has been completed. 

The spokesman emphasized that cutbacks do not in- 
volve contract cancellations but are being made in extra 
cargoes military had been picking up. 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended Sept. 12. For complete price schedules see 
Aug. 6 NPN, p. 38-39. 
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Prices at Refineries and Terminals and by Tank Wagon 


PRICES IN EFFECT SEPTEMBER 14 


Prices herewith are reproduced from Pilatt’s OILGRAM Daily = 
Price Service, associated with National Petroleum News, whose 
resentatives in all NPN-OILGRAM offices devote their time cnutestody 
to reporting oil industry prices everywhere. 

Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon a are for 
bulk lots such as tank car, truck transport, barge; prices applying tc 
barges or cargoes or truck lots only, so designated; FOB re- 
fineries or terminals; in cents per gal., except per bbl. where § sign is 
shown; wax and petrolatums in cents per pound; = all fees and taxes; 
for oui 2 oll] and its products lawfully produced and transported; re- 
ported as received by OILGRAM and National Petroleum News but not 
guaranteed; for subscribers’ private use only and not for resale or 


GASOLINE 


CALIFORNIA 
Los Angeles Dist.: 


OKLA., Group 3 (Okla, shpt.) 90 Oct. Prem. ...... 


(2)12.5-13.125 
(2)11.5-11.625 San Francisco Dist.: 
10.625~—11.125 
OKLA., Group 3 (Nerthern shpt.) 
. (6)12.375-13.125 
90 Oct. Prem. 


10. 625-10.875(2) 80 Oct. Reg 


MIDWESTERN (Group 3 basis) 
. -(4)12.375-13.125 
..(6)11.375-11.625 
10.625-10.875 


. (Texas & New Mex, shpt.) 


13.75-14.25 
13~13.75(2) 
12.75 


13.5 
13-13.75 41-43 w.w. 
42-44 w.w. 


13 
11.75-12.25 os a coc ccceedeteass 
58 & above D1. ” Diesel. 


11.25-11.5 


coecese cvceees (4)8.875-9.25 


Reg. 
60 Oct. M & below ....... 


ARK. (For shipment to Ark. & La.) 
13 41-43 ww. 
11.75 

10.625 


KANSAS (For Kansas destinations enly) 
12.375~12.625(2) 
12.375-13.375 


BES sees DAL. 375-11.75 
tn0.6-11.625 


15.15(2) 
14.15(2) 


15.15(2) 
14.15(3) 


CENT. W. TEX. 
15.5 41-43 w.w. 


14.25 58 & above D.I. Diesel. ... 


OH1IO—Quotations of 8.0. Ohio for delivery to 


42-44 wW.w. 
refineries) 


(2) 14.5-15.25 
14.25-14.75 


13.25(2) 


SEPTEMBER 16, 1953 


KEROSINE, GAS & FUEL OMS 


OKLA., Group 3 (Northern shpt.) 


‘iil @@)8.625-9.975 


N. TEX. (Texas & New Mex. shpt.) 


52 & below D.I. Diesel ... 
58 & above D.I. Diesel ... 
1 fuel 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhold quotations to new customers or the 

posting of firm prices but give OJLGRAM the prices they otherwise 
Would quote to the trade in general and whicn they confine to their 
regular customers only, and such prices appear im the price tables 
Gasoline ratings are by ASTM Research Method and are — 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motot Method. For further details of price conditions apply 
to any NPN—OILGRAM office or see back of any OILGRAM Price 
Service invoice. 


For complete price service delivered daily from nearest OJLGRAM 
publishing office, New York, Cleveland and Houston, address Piatt's 
Price Service, Inc., 1213 West 3rd St., Cleveland 13, Ohio. Annual 
Subscription rate in U. S.: $150 per year, payable in advance 


ARK, (For shipment te Ark. & La.) 
42-44 W.w. ..... oeeee 9.375 
Tractor fuel ..... 10.25 
52 & below D.I, Diesel. Q 

58 & above D.I. Diesel. 9.375 
No, 1 8.5 


oerintsdes * 8.125 
17.85-18.6 a : $1.90 


15.85-16.1 No. . : $1.70 
No. odddeoscoseses $1.55 


(2)14.1-18.1 
(2)13.1-15.6(2) 


17.85-18.6 . 
15. 85-16.1 WESTERN PENNA 
Bradford-Warren: 
11,55-11.95 
11.2512) 
11,.056-11.35 
11.05-11.35 
10.85 


11.55-11.95 

10.75 

8.875-9. 11-11.45 

- (2)8.625-9.375 . ee 10.75—11.05 
8.625-8.875(5) oe - 10.75 


10.75 
8(2) 

$1.10-1.30 

10.9 

11.4 

(3)10.9-11.1 
36-40 gravity fuel ........ (2)10.9-11 
* Prices of some refiners are subject to 6.5¢ 

gal. summer-fill t. 


- (5)8.875-9.25 
(5)8.875-9.375 
8.625-9 


sate ~ yaad CENTRAL MICHIGAN 
(FOB Central —— refineries. ) 
12.3-12.8 
12.35-13.2 
12.3-12.8 
(2)11.5-11.85 
11.175-11.7 
(2)8.25-10 
. k seseececececes W(2)7.25-8.25x 
. -+ (9)8.625-8.815(2) TD DOR: vseecenseviae «(2)7-7.8 
- 5) 
(5)8-8.125 
$1.10-1.30 


$1.10-1.30 


(3)8.875-9.25 


OH1I0—Quotations of 8.0, Ohio for delivery to 
Ohio points: 
Kerosine 
No, 1 — 
er No. 2 fuel 
Diesel (Light & Med.). 
(299-9. 45¢2) 
961.29-2.98 CALIFORNIA 
San Joaquin Valiey Dist.: 
14.4-14.8 
$2.06-2.15 
$2.35:2) 
12.2-13.3 
13.7-14.8 


14.3-14.8 
. (2) 
ey vee ome ste) 
8.75~-9.75 Stove dist. (PS 100) ..... 13.7-14.8 
9.625 Les Angeles Dist.: 
$1.30-1.60 40-43 ww, ... (2)13.8-14.3 
Heavy fuel (PS 400) $1.80-2.10 
Light fuel (PS 300 - $2.25-2.30(3) 
Diesel fuel (PS > 10.26-13.2 
Stove dist. (PS 100) . 10.5—14.7 


NATURAL GASOLINE 


one: 6 ee ee ae. 
efs on freight basis shown below. Shipments 
may originate in any Mid-Conti 

turing district.) 





6.375 (Quotations) 


Grade 26-70 ............+. 5.875(Quotations) 


45 
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NAPHTHAS & SOLVENTS 


(FOB Group 3) 
Stoddard soivent 
Cleaners naphtha 
V.M.&P. naphtha 
Mineral spirits 
Rubber solvent 
Lacquer diluent 
Benzol diluent 


12.375(3) 
12.875(2) 
12.875(4) 
11.875(4) 
. 12.875(3) 
(2)13.125-13.375 
(2)14.125~-14.625 


WESTERN PENNA. 
On City: 

Stoddard solvent 
Pittsburgh: 
Stoddard solvent .. 


OH10—Quotations of 8.0. 
Ohio points: 

V.M.&P. naphtha 18.0 
Minera) spirits & stoddard 
solvent 17.0 
Rubber solvent 15.875 

E. TEXAS (Truck Trnuspt. lots) 
Stoddard solvent ......+. 12.2 


CENT. W. TEX. (Truck Trnspt. lots) 
Stoddard solvent 


Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT SEPTEMBER 14 


KANSAS (For Kans. Dest’n. only) 
Stoddard solvent 


ATLANTIC COAST 


V.M.&P. 

Naphtha 
New York 

Harbor 

Philadelphia 
Baltimore 
Boston 
Providence .... 


17.5(4) 
18.5(4) 


PETROLATUMS 


WESTERN PENNA. 
(Bbis., carloads; tank car, 1 to 1.5¢ less.) 
Snow white 7.125-7.75 
Soft white 6.75—7.375(2) 
Lily white 6.625-7.25 
Cream 6.125—6.75(2) 
Soft yellow 5.25-5.75 
Light amber -25-5.5 

5-5.5 


-75-5.375 





Pa 


VENTALARM 


wnat a aap Y's i on —— 


y SCULLY SIGNAL COMPANY i 
wd 


Canadian Licensee: EMPIRE BRASS MFG. CO. LTD., Toronto, Ontario 


WHISTLING Tank Fill Signal 


TA lor new 
tank installations 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Bostos 











PROGRESS 


Is YOUR business growing? 


Are YOUR sales expanding? . 
Establish yourself with one of the oldest refiners in the 
Pennsylvania Field and build your business on the unsur- 
passed quality of UNITED’s 100% Pure Pennsylvania 
Lubricating Oils... Enjoy the benefits of a Sales Policy 
based on the protection of the individual jobber and 


marketer. 


Join the UNITED family and watch your business grow! 
Write for free, illustrated book, “A Story of Progress’. 





THE worto's Fined-..100% PURE PENNSYLVANIA OIL 





MEMBER 7.G.C.O.A PERMIT No. 24 


UNITED REFINING COMPANY. WARREN, PA. 








LUBRICATING OILS 


WESTERN PENNA. 

Prices are for sales Bogen: or offers reliably 
Teported, to jobbers & compounders only. 
Viscous Neutrais—No. 3 col. Vis. at 70° F. 200 
sel a at 100°) 420-425 4. 


145-155 vis. at 210°, 540-550 fl. No. 8 col 
25.5 
24.5 
(5)23-24 


(2)18-19 
(2)19-20 
(2)21--22(2) 


FOB Tulsa basis, for domestic shipment only. 
Bright Stocks, vis. at 210° Neutrals, vis. at 
100°, 0-10 p.p. 


Bright Steck—Conventional 
200 vis. D: 

SO-EB BiBe cay cc vccccvece 24.5 
150-160 vis. D: 
0-10 p.p. 
10-25 p.p. 

120 vis D: 
OBO D.B ccccccccccoces 20.5 

Bright Stock—Solvent 

150-160 vis. 0-10 p.p., 95 v.1. 

Neutral Olls—Solvent (95 v.i.) 

oe ee ee 7(3) 


200-210 vis. 5- 25(3) 
300 vis. 5. 75-17.75(2) 


20.5-21.5 
20.5-21 


(2)23-24(3) 


600 s.r., Olive green ...... 16.5 


GULF OOAST—Seivent Refined Lubes. 


From Mid-Continent grade crude. Prices FOB 
ship at Gulf for export. 


Bright steck—Vis. at 710° 


160-160 vis., 0-10 pour 
test, 95 v.i. 21.5-22.5(2) 


Neutral Olls—Vis. at 100°; 96 v.i.; 0-10 pt. 
vis. on (2)14-15 
VIB, cesccescvcsccecsces 15.25-16 
WEB... cwecvecessceseses 15.75—17(2) 
VIB, sccedescrcvccseces 17.75-18.5 


SOUTH TEXAS LUBES 
(Vis. at 100° F. FOB 8. Tex., refineries ter 
domestic and/or export shipment.) 


12.2516) 

13.75(6) 

14.75(6) 

15.7516) 

16.75(6) 
(2)17.25-17.75(4) 
(2)18-18.75(4) 


12.25(5) 

13.7516) 

14.7516) 

15.75(6) 

16.7516) 
(2)17.25-17.75¢4) 
(2) 18-18.75(4) 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPTEMBER 14 
ATLANTIC & GULF COASTS LPG PRICES 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators, 
FOB their terminais. Ships’ bunkers prices are exclusive of lighterage. (Of refiners, FOB refineries, in cents per gal. 


92 Oct. 
District Prem. Gasoline 
N, ¥. Harbor 15.4-15.7 
do barges . 15.3-15.6 
Albany 16.716) 
Baltimore .. 14.4-16.6 
do barges 14.4 
Baton Rouge 
do barges . 
Boston (6) 16.7-17. 2 
Charleston . .(2)14.1-15.25 
Corpus Christi 13.5(2) 
Houston .... 13.25-14. 25% 
do barges .(2)13.25-143 
Jacksonville (2)14.4-14.7(5) 
Miami 14.7 
Mobile 
New Haven.. 16.5(3) 
Orleans. 13.6 
13.6 
14.3-14.6 
Pensacola ... 14.4 
Philadelphia . 16(2) 
do barges juin 
Pt. Everglades 14.7(3) 
Portiand .... 16.8(4) 
Providence. 16.7(4) 
Savannah .. 14.4-14.7(3) 
Tampa ..... 14.2-14.6(3) 
Wilmington, 
ae + 13.9-15.35 


Gas House 


tank cars or “ransport trucks) 
« cial industrial 
86 Oct. 83 Oct. Kerosine District lropane Propane 
Reg. Gasoline Keg. Gasoline No. 1 Fuel(*#) No. 2 Fuel(* #) . Y Harve 5 8 
14.15-14.6 be (2)10.25-11(14) (2)9.25-10(16) thine... 8(3) 
13-14.1 pam (2)10.15-10.9(14) (2)9.15-9.9(16) Baitimere dyes 
15.2(7) jae 11.349) 10. 05-10.3(10) Hastings oan ae 


(2)13.4-14.8 : 11.1(9) 9.85-10.1(9) Guif Coast 3 625(2) 3.625(2) 


13.4 ones 11(4) 10(5) 3.625 
see iy 10.3 9 Houston ee + oraee : 





15.2(9) . (2)10.95-11.2(14) (2)9.95-10.2(14) 
(2)13.1-13.25 ceee 11(5) 10.2(5) 
11.5-12.5 °ee0 este sess 
(2)12.25-12.3 cece 10-10.25 9.125-9.25 
12-12.3 ceee 9.625-9.75 8.5-8.625(2) 
(2)13.4-13.7(5) coos 11.8(11) 10.65(8) 
13.7 . eves 11.8 oees . WESTERN PENNA. (T.C., in Bulk) 
13.4(3) eves 11.1(4) 10.2(2) Crude Scale: 
lpihed 11.1(8) 9.95-10.1(10) pots ias : 
we. 10.33(2) . . 9.3(2) 124-126 A.m.p. 
11.05(7) 10. 05(6) 
13.4 eee 11.12) SEABOARD 
(2)14.5-14.6 cose 10.85-11.1(9) 9.85-10.1(9) Melting pointe are AMP 3° higher thas 
14.4 sees 10.75-11(9) 9.75-10(8) EMP. Prices are for carload lots. Domestic 
13.7(3) sees 11.8(5) 10.6513) prices are FOB refinery; scale in bags or 
15.3(4) eevee 11.05-11.3(8) 10.05-10.3(8) bbis.: fully refined, siabs loose. Export prices 


15.215) aes 10.95-11.2(8) 9.95-10.2(8) are FAS; scale in bags or bbis., fully refined 

13.4-13.7(5) ose 11.8(7) 10.65(7) iD bags or cartons 

13.2-13.6(4) osee 11.7(8) 10.55(5) 
Seale N.Y. Domestic N.Y. Expert 

12.9-13.35 11(7) 10.2(7) — 


124-126 white 6.1(2) (2)5.5-6.1(2) 


Heavy 
Diesel OF1(* #) Light Diesel(#) Diesel 
Shore Plants Ships’ Bunkers Ships’ 


Gas Oils(*#) No, 4 Fuel No. 5 Fuel (50 cet., 55 d.i.) (45 cet., 45.4.1.) Bunkers 


N. Y. Harb 10.1 (10)$3.22-3.78 $2.77 10.15-10.4(7) $4.34(4) $4.01(4) 
do barges. «+++ (€10)3.19-3.68 2.74 wove ose 


Albany 


3.98 ity 10.714) 


Baltimore .. 3.25(2) Y 10.5(5) 4.34(4) 4.01 
3.19 


do barges. o4e'e 
Baton Rouge 9.4 
do barges. 
Boston. 
Charleston 
Corpus Christi 
Houston . 
do barges. 
Jacksonville. 
Miami 
Mobile 
New Haven 
New Orleans 
do barges. 
Norfolk 
Pensacola .. 
Philadelphia 
do barges 
Pt. Everglades 
Portiand 
Providence 
Savannah 
Tampa iz 
Wilmington, 
N. C. 


No. 6 Fuel 

Ne Sulfur 

Guarantee 
N. Y¥., Harbor $2 28(13) 
Albany ishie 2.60 
Baltimore .... 2.3116) 
Baton Rouge... 1.98 
Boston ....... 2.3216) 
Charleston .... 2.23(2) 
Corpus Christi 1.98 
Houston ..... .(4)1.98-2.00 
Jacksonville .. 2.2146) 
Miami 2.18 
Mobile ....... 2.03 
New Haven .. 2.30(3) 
New Orleans .. 1.9812) 
Norfolk ...... 2.26(3) 
Pensacola es ose 
Philadelphia .. 2.28(8) 
Pt. Evergiades. 2.182) 
Portland ..... 2.32142) 
Providence ... 2.2915) 
Savannah .... 2.2345) 
Tampa 2.16(6) 
“a 

N. C. cove esos 


94 3.74(2) 3.49 
2.39 eese eves asbe 
3.21(5) 10.6(6) 4.38(3) exe 
see 10.3(2) 4.30(2) éd00 
ce Wises 3.15 
912) 3.7405) 3.4915) CHICAGO DISTRICT PRICES 
10.65(6) 4.47315) = ae Prices to jobbers & distributors in tank car 
10.65(2) 4.473(3) pees and/or truck transport lots FOB refineries, 
wane seen ces pipe line terminals and inland waterway barge 
err | esos oees terminalis. 
(2)9.7-9 3.74(3) 3.49(2) 
ax aaties Moter Gasoline 
10.45¢4) 4.34(3) cone 90 Oct. Prem. ............ (2)13.85-14 625 


eeee eeee 84 Oct. Reg. ....+-.+++++- (2)12.85-13.625 
to. 25-10.5(7) 4.34(4) 4.01(4) 


rae oose Light Fuel Oils 
30.48¢4) eng poet Range Oi) ......6-6+0++ 0+ (2)10, 875-115 
10.614) 4.38 ja>< No. 2 
10.6515) 4.47315) sees 
10.5516) 4.429-4.431(4) eoee Heavy Fuel Otis 
No. 5, low sulfur 
10.3(2) 4.30(3) No. 5, high sulfur 
No, 6, low sulfur 
No, 6, high sulfur 
No. 6 Fuel No. 6 Fuel 
No Sulfur No. 6 Fuel Max. 1% 
Guarantee Max. 1% Sulfur 
Barges Sulfur Barges 


$2.25(15) (2)$2.35-2.43 (2)$2.35-2.40 $2.25(10) MEXICAN BUNKER PRICES 


2 254) 2.43 2.40 2.2514) 0. 8. DOLLARS PER BAL. OF 159 LITERS 
ca.3 bint 1.95(2) Bunker ( Diesel 
; 3048) 2.43 2.44 2.2915) (Ships Bunkers) 
eene sobs 2.2013) Mexican Guif 
sees eee (2)1.95-2.10 Tampico a $3.75 
eee cess Veracruz « seer 
Minatitian 4 3.75 


Manzanillo ........ 
Salina Cruz 


- ~~ 
a Oe 
~w~~ 


2.40(5) 


(3) 
6(3) 


20.0) PACIFIC COAST 


3(5) 
(in Ships’ Bunkers, Diesel Fuel Sanker C Fue 
soe . eee or Deep Tank Lots) (P.8. 200) (Ps. 400) 


BaRUsSsErs 
Nn 
& 


241 


NYPNNNHPNNF ph 


2.13(4) 


(*) At Atlantic Coast refineries and terminals south of , Marytend, and at Fens Prices of some San Pedro. Calif.. $4.20(5) $1.40:5) 
sellers to bulk commercial consumers are 0.15¢ higher than prices shown above. (#) At points San Francisco ... 4.41(4) 1.8514) 
north of and including Charleston, gas oi] and Diesel oil prices, and prices at highs of ranges Portiand, Ore. 4.6214) 2.1014) 
for kerosine and No. 2 fuel, are subject to 0.5c gal. (2lc bbi.) summer-fill discount. Seattle, Wazh. . 2.1014. 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT SEPTEMBER 14 


GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


aie prices ere FOB ship at U. S. Gulf, minimum of 20,000 bbis., and are by refiners only to 
- r refiners, export agents, or tanker terminal operators. The figure in parentheses after each 
Price indicates the number of companies quoting that price. 


Aviation Gasoline (MIL-F-5572) Kerosine & Light Fuels 
Grade 115/145 ... 19.75 
é y 41-43 w.w. Kerosine 
Grade 100/130 .... 9(2)-9.25-9.5-9.625(3)-9.75(3) 
No. 2 Fuel 


Grade 91/96 
8.25 (2)-8.5(2)-8.625(3)-8.75(4)-8.875 


93 Oct, Premium.. 
12.75(3)—12.875~13 (2)-13.25(2) 
90 Oct. Premium... 12.25(2)-12.375-1 $i 
87 Oct. Regular .. : Bi 
11.75(3)—11.875-12(4)~12.25 
11.25(2)—11.375—11.5-11.75 
11(2)—11.125-11.5 


10.5(2)-10. 75-11 (2) 


Diesel & Gas Oils 

43-47 Diesel Index. 
48-52 Diesel Index. 
53-57 Diesel Index. 


Heavy Fuels—Cargoes 


No. 5 Fuel, 0-10 p.t. $2.60-2.65 
Funker “‘C’’ Fuel.. $1.85(7)—1.90(2)-2.00 


MIDDLE EAST CRUDE PRICES 


(Prices are per bbl. of 42 U. 8. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl, differential per 
degree of gravity applies for gravities below and above those shown) 

Persian 


Crude Company Gravity Price Leading Port 
Arabian Esso Export 36-36.9 $1.97 Ras Tanura, Saudi Arabia 
Arabian M. E. Crude Sales 34-34.9 1.93 Ras Tanura, Saudi Arabia 
Arabian Socony-Vacuum 36-36.9 1.97 Ras Tanura, Saudi Arabia 
Basrah Esso Export 36-36.9 1.92 Fao, Iraq 
Iraq Anglo-Iranian 36-36.9 1.92 Fao, Iraq 
Iraq Shell Petroleum 35-35.9 Fao, Iraq 
Iraq Socony-Vacuum 36-36.9 Fao, Ira 
Kuwait Anglo-Iranian 31-31.9 Mina-al-Ahmadi, Kuwait 
Kuwait Guif Exploration 31-31.9 Mina-al-Ahmadi, Kuwait 
Qatar Anglo-Iranian 40-40.9 Umm Said, Qatar 
Qatar Esso Export 36-36.9 Umm Said, Qatar 
Qatar Shell Petroleum 39-39.9 Umm Said, Qatar 
Qatar Socony-Vacuum 39-39.9 Umm Said, Qatar 

Eas 


8.375-8.75(2)-8.875 
8.5-8.875(2)-9-9.125 
8.625-9(2)-9.25 

83 Oct. Regular ... 
We LS ed's aa be 
—_ Oct, M 


SSSRUREE 


GREE! ENPRETS * 
s 


Esso Export 36-36.9 
Arabian M. E. Crude Sales 34-34.9 
Arabian Socony-Vacuum 36-36.9 
Iraq Anglo-Iranian 36-36.9 
Iraq Esso Export 36-36.9 
Iraq Shell Petroleum 36-36.9 
Iraq Socony-Vacuum 36-36.9 


VENEZUELAN CRUDE PRICES 


Prices are of Creole Petroleum Corp, for sale and/or purchase of cargo-lot quantities FOB 
deepwater terminals at ports named, and are subject to crude availability and company’s require- 
ments; 2c per bbl. differential per degree of gravity applies for gravities below and above those 
shown, except for Lagunillas Heavy for which price shown applies regardless of gravity. Price 
applicable for each cargo is that in effect at time vessel tenders for loading. For purchases made 
in fields, prices shown are basis for such purchases with deductions being made for terminaling 
and pipe line services in accordance with published tariffs, Purchases by Creole not subject to 
contracts = Venezuelan government are made at prices established by schedule shown below 
less lc per L 


Sidon, Lebanon 
Sidon, Lebanon 
Sidon, Lebanon 
Tripoli, Lebanon/Banias, 
Tripoli, Lebanon/Banias, 
Tripoli, Lebanon/Banias, 
Tripoli, Lebanon/Banias, 


Arabian 


AAAAANS AAAs 


be bo to Go Go 69 G2 
SHSOSSAS 


Price 
Gravity API eo FOB 


$1. Las Piedras or Amuay June 23, 

2.13 Amuay June 23, 
Las Piedras or Amuay Oct. 11, 
Amuay June 23, 
Amuay June 23, 
Amuay June 23, 
Las Piedras or Amuay June 23, 
Tucupido June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 
Puerto La Cruz June 23, 1953 
Caripito June 23, 
Caripito June 23, 1953 
Capure (Pedernales) June 23, 1953 


(Prices are for tank cars, 
MIL-F-5572, unless otherwise not 
District 


n, 8. C. 
(Baton Rouge) ...... 


New Orleans, 
H T 


90 Oct. Premium 17.4 

86 Oct. Regular ............+. sees 15.9(2) 
MNOINE: : wcc tn ccbvenseve sé 12.45-12.7(3) 
Diesel Fuels 11,.95(3) 


No, 2 Fuel ........... Sa eee re 
Se Wn. Wen cheednededcnss ccces naee 
No. 6 Fuel ............ 8.85(2) 


(a) Delivered 
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Allentown, Pa. 


~ 
i=) 


Erie 
Greensburg 
Harrisburg 
Philadelphia 
Pittsburgh .... 
Reading 

Wilkes Barre. . 
Williamsport ., 
Wilmington, 


cooooce 


~ 
oe: NPP: 


FFE, ANPS 2B ANAAAA2ASs: 


bag 
Coo0- S090 S CO 


> 
J 


Baltimore, Ma. 
Richmond, 


Va.. 
Charlotte, N. Cc. 
Jacksonville, 


wreverer tt ttt) 
See euEsene 
aa COBH OONSHHOOR.- 


we 
Aa 


Philadelphia, Pa. ° 
Pittsburgh .......... 


Heavy Fuel Olls—T.W. 


No. & No. 6 
Philadelphia, Pa. 8.22 6.43 


Discounts: 

Kerosine and Nos. 1 & 2 fuels—Seasonal 
discount of 0.75c allowed at Wilmington, Del., 
and Pennsylvania points; 0.5c at all other 
points. 


‘otes: 

Kerosine—Thru Pa, & Del, add ile per 
gal. for t.w. deliveries of less ‘than 100 gals. 
at one time. Camden—Add ic for deliveries of 
100-299 gals., 2c for less than 100 gals, 

Mineral Spirits prices also apply to Stod- 
dard Solvent 


(N. B. Prices are Continental's 
tankwagon prices. 

prices may vary from those shown 
because of local conditions.) 


at 


erwowvacrsacwoen 


BSSseaSiSeersks rk 
BrHewBensc coocoMucaw 


“ee = Ld aml and a te 

6 00 00 «© G9 0 2° ~3 G0 0 09 G9 G0 Ge GP Go OB 
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Gasoline tax column incl 


i 
ef 


Salt Lake City and Twin gasoline 
and kerosine prices apply for deliveries of less 
than 200 gals.; 200-399 -_. deduct 0.5¢; 
00 gai, and over, deduct lc. ‘ 


Notes: 
T.W. prices are to consumers and dealers. 


SEPTEMBER 16, 1953 


effective Sept. 14, 1953, as posted by principal marketing companies at 
their headquarters o. 


fices, but subject to later 
includ 


correction. 
ed in both gasoline and kerosine prices. 
; Fla. 1/8c; I. 3/100c; Ind 


gasoline; 
2/25¢c; Kans. j1/i0e; La. iste; Minn. 5/200¢; Mo. ~o Neb, 2/1000; 


Nev, 1/20; c, 


CHEVRON 
(Regular) am, Gee Gaso- 


ise f 
ty 


Honolulu, ' 
Fairbanks, 
Juneau 


bad ool 
wow SAA wWeA2aanar - 
ae OAD OwOOo4I4wew 


to th =a © to G0 ee C0 na 
covocouusoucscooe 


l 
a 


+ &restons B 
[ 


‘eee 
eh 
/_ aoe 
+ hOo-b 


tr Orbe tom bo Go tr mb a 


Honolulu 
Fairbanks 
Juneau 


Go Aa hg OF mat bt bt On to > 


Taxes: 


Boise—Sc gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 2.5¢ state. 

Salt Lake—7c gas tax applies to motor 
fuel only; avgas taxes are 2c federal, 4c 
state. 

Honolulu--8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 3.5¢ terri- 
torial. Standard Diesel/furnace oi] price is 
ex ic territorial liquid fuels tax. All T.T. 
prices are ex Hawaiian gross income tax of 
1% to resellers, 2.5% to consumers. 

Notes: 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5¢ for 200-399 gals., for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal, delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Spokane, Boise, 
Salt Lake which are 2.0c¢ gal. higher—than 
Chevron (Regular) for quantity delivered. For 
less than 40 gal, deliveries, add 5.0c gal. to 
400-gals.-and-over price, except at Honolulu, 
add 5.0c gal. for less than 40 gals. (Marine) 
and less than 100 gals. (Shoreside). Add to 
Chevron Aviation 80/87 quantity delivered 
prices, 2.0c for 91/98, 5.0c for 100/130 and 
8.0¢ for 115/145. 


Dallas, Tex.. 
Ft, Worth .. 
Houston ... 
San Antonio. is. 0 


st) 
34443 
eagrg 


1/4c; N. D. 1/20c; Okla, 2/25¢; 8. 
1/40c; Tenn, Nise: and Wisc. 3/100c. 
Kerosine inspection 


1/8e; 8. D 


fees only: Ala. 1/2c; Iowa 1/50c; Mich, 1/5e. 


ESSO 
STANDARD 


Atlantic City, N. J. 
Newark .. 
Baltimore, M4. 
Cumberland ° 
Washington, D. c.. 
Danville, Va. oe 
Petersburg 

Norfolk 


(Regular Grade) 
Gasoline 


1 
aif 


Charleston, W. Va.. 
Fairmont 
Parkersburg 
Wheeling 

Charlotte, N. C, 
Hickory 

Mt, Airy 

Raleigh 

Salisbury 
Charleston, 8. C... 
Columbia 
Spartanburg 

New Orleans, La... 
Baton Rouge 
Alexandria . 

Lake Charles 
Shreveport ... 
New Iberia .. 
Knoxville, Tenn 
Memphis .. 
Chattanooga 
Nashville 

Little Rock, Ark.. 


> ye eh Cone we aOR DoH we 


; arapeee ee ses te ee 
wig tee DN OH SOFA DOUTOHHOASURIWWHOO 
OOO OOS SCSOOOOS OOOO GABAA HDHHHHISHHOSH 
wsooooooooooso oe ooo Seo SoooSooOOSO OOOO 


ay a te) ee) tt ee 


has-T. w. & Steel Bbis. 
Min. Sprites V.M.&P. 

Newark, N. J. 

3.600 gals. & over... 18.0 19.5 

Steel Dbis. .......++. é 25.5 
Baltimore, Md. 

3,600 gals. & over... 

Steel Dbis, .......... 
Washington, D. C. 

100-499 gals. .. 

500-3,599 gals. ...... 

3,600 gals. & over... 

Steel bbis. 


Neo. 1 
Atlantic City, N.J. 14. 
N rk 


Ne. 4 Ne. 6 
$3.744 $2.836 
3.79 2.85 
4.05 2.89 


ewa 
Baltimore, Md. .. 
Washington, D. C. 14. 
Norfolk, Va. ..... 
Danville 
Petersburg 


Roanoke 


ewe ww 


or OD -2 © WNT OD bd Wags 


. -& 
_—.:- +o 


13.5 
kerosine prices do not in- 
clude ‘le state tax. 
Discounts: fill di of 6.5¢ al- 
lowed on kerosine and Nos, 1 & 2 fuels. 
Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; add ic for 
100-299 gals. 2c for less than 100 gals. 
No. 6—Washington price its for min. delivery 
of 1,050 gais.; for min. delivery of 2.500 gals 
price is $2.83 per bbl. 
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Tank Wagon Prices (Continued) 

SOCONY VACUUM s/vos/¥ 
Mobiigas (Regular Grade) Mobitheat No.4 No. 6 

Cons. Dir. Cons. Dir. 

T.W. T.W. 


New York City: 
Manh, .... 
Bronx 
Kings .... 
Queens, ....65.-+- 
Richmond 


wee 
??: 


. 


> socoug mee: ae: 


Aer | 


Bridgeport, Conn, . 
Danbury ......+00+s 
Hartford . 
New Haven 
Bangor, Me. 
Portland 

Boston, 

Concord, N. 
Lancaster 
Manchester 
Portsmouth 
Providence, 
Burlington, Vt. 


Horm: waco: > 
St: SEEEEEESES 
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. 


bee pepe pepee be 


ADHOAAARABHASARABBABAAGS 
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Roh: 2: Shaas- 
rane ee» Om: 


+N o- 
SnOnarKoro38r- 


“T1434 


12.5 
13.0 


One 


Spirits’ .ccccccccccccccccccccccecces 19.5 18. , 
VM.&P. Naphtha ..... 1.5 20.5 


Sis sie nk cee ail rites & 19.5 22.5 23.5 20.5 ; 21.5 
Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 


Discounts: Mobi) Kerosine & Mobilheat—New York City & Mt. Vernon prices subject to 0.5¢ discount, except on tank wagon discount is applicable 
only to deliveries of 300 gals. or more; all prices (tank car, yard & tank wagon) at al] other points subject to u.5¢ discount. 
Mobilfuel Diesel—New York City (Kings & Ri ) tank car prices subject to 0.5c discount; New York City & Mt. Vernon tank 


wagon prices 
subject to 0.5¢ discount on deliveries of 800 gals. or more; tank car and tank wagon es at all other points subject to 0.5c discount and tank 
wagon prices subject to additiona) 0.5¢ discount on deliveries of 800 gals. or aan. a st ’ 


Notes: Jamestown T.C, prices are delivered prices; all other T.C. prices are FOB bulk terminals. 


OHIO STANDARD 


F 
: 
| 


Naphthas & Solvents—Cons. T.W. 
8.R. D.C. V.M.&P. 
Sol- aph- aph- Vi 


vent 
21.5 
21.5 


Aviation Gas.-Cons. T.W. 
Sohio Sehio 
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Sehio Heat Sohio Heat 
Akron 13 
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Cincinnati 
Cleveland 


=x 
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arion . 
Portsmouth .....++ 
DOMES 6 cvecisccoss 
Youngstown .....+. 
Zanesville ........ 7.0 23.75 24.75 
Taxes: Hangar operators can purchase aviation 

A-10 to supplier. 
Discounts: Sohio Aviation—on contract to hangar 
Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 


gals. or more. to 99 . add 1 gal., 1-49 gals. add 2c x 
me gg = & Solvents— T.W. and drum oe = ay - oe on 
‘als., 5e 


prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals., add 2c; less than 150 
enown (third grade) gasoline prices are same as X-Tane unless otherwise noted. 8.8. prices are at company-operated stations. 
x Effective Sept. 14. 
INDIANA STANDARD 
Task wages prices Usted below were obtained NPN correspondents who visited Standard 
of Indiana ik plants where the company’s prices ay. posted. 
ee. 4. ol ——————_— 
(Reg. Grade) Gaso- Kero- 100 K 
a Dir. line sine 1-99 gals. se 80s 808 gals. S 
18.3 16.3 ae. ee 
15.8 14.3 
15.4 14.4 
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State Road Tax by supporting purchase with State Tax Exemption 
and resellers, 2c off consumer t.w. 
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Covington, Ky. 
Lexi 


coooeoo°o 
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LOwisville . ceccseceens 
Paducah 
Jackson, 
Vicksburg ...ssecsesee 
Birmingham, Ala ..... 
Montgomery 
Atlanta, 
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Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham. lc 
county; Montgomery, ic city & le county; Pen- 
sacola, ic city Other taxes not included ip 
prices: Georgia, kérosine, 1c; Montgomery, ker- 
osine lc; Mississippi, kerosine 0.5c. 


ARMAABAHAARE 
eoooooooosco 


Notes: 
Consumer t.w. prices are same as net dealer 
Drices. 
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DISPLAYED: Révertiooments set in special type or with border— 


$13.50 

UNDISPLAYED: "For Sale" “Wea 

tions set in type er 
size wi 

charge $7.50 per insertion. 


Hanae to Buy” 
Miscellaneous classifica- 
out a cents a word. Minimum 


CLASSIFIED 


“Help Wanted’, two weeks 





‘Positions Wanted’’—IS cents a word. Minimum charge $3 per insertion 
Box number counts 2 words. 
preceding date of issue. 


All classified advertisements are payable in advance. 


Copy must reach us by Wednesday, 


No agency commission or cash discounts on classified advertisements 





Position Open 


gesemen “urge eth temas. “st 
‘amiliar oll business. 
P.O. Box 763, Trenton, N 


WANTED: EXPERIENCED RECAPPER with 
Oil Company background. Free to travel. 
Large commissions for right man selling new 
type Camelback and tubes. State territory 
Preference in first letter. Box 822, 


Wants New Lines 


ESTABLISHED OIL. DISTRIBUTOR in east- 
ern Iowa wants competitively priced farm 
equipment lubricant line; also, complete line 
lubrication equipment. Box $23, 





An advertisement in NPN’s Classified 
Section will bring you quick, effective 
results ct low cost. 
NATIONAL PETROLEUM NEWS 
1213 W. Third St., Cleveland 13, Ohio 
WRITE TODAY 





For Sale 


TRANSPORT FOR SALE—1947 Diamond T 
tractor with 1942 Fruehauf Trailer. 4000 gal. 
capacity. Good tires. Phone 76 or write 
Sumner O11 Company, Sumner, Iowa. 


FOR SALE: ONE 1200 GALLON 5 compart- 
ment tank. Power take off, hose reel and 
meter—enclosed barrel carrier. Mounted on 
1947 WA 14 White with WA 20 motor. 9.00 x 
20 tires. Rubber excellent—$1,600.00. Pett- 
= Ol) Company, Box 2068, Chattanooga 9, 
enn. 





FOR SALE 


Bulk oi] plant in northern Illinois. In- 
cludes buildings, 100.000 gallon stor- 
age, 2 service stations, 4 trucks, trans- 
port and all equipment. Annua)] gal- 
lonage 4,000.000. Net earnings are 
exceptional. $100,000 cash required to 
handle. Owner will finance the balance 
to a qualified buyer. We specialize in 
Petroleum Properties. 


PETROLEUM MARKETERS 
218 W. Mifflin Madison, Wis. 





For Sale 


50 USED ELECTRIC COMPUTER pumps 
eomplete with hose and nogzle—Priced from 
$35.00 to $75.00 each. 

Corp., 4533 West Reosevelt Road, 

Iilinols. Tel: Orawford 7-8300. 





STEEL STORAGE TANKS 
Railrood Tank Cor Tanks 
6,500 to 12,000-Gai. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—Tested 
Heavier—Safer—Cheaper 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000 Gal. Cap. 


Yeur Inquiries Solicited 
Marshall Rai ee cle 
50 Church St. N.Y. 

Phone: COrtiandt Mn si 

















Trucks Don't Pay Share, 
Says President of AAA 


The fight is still being carried on 
by those who say truckers don’t 
pay a fair share of road taxes. Truck- 
ers are still quick to contest the 
point. 

Truckers are “sabotaging” motor- 
ists rights, said Ralph Thomas, pres- 
ident of the American Automobile 
Assn., in a speech last week. Mr. 
Thomas said evidence indicates that 
if highways did not have to be built 
to carry heavy trucks, “we could 
build tens of thousands more miles of 
improved highways than we are 
building today with the same amount 
of money.” 

Mr. Thomas asserted, “The truck- 
ers, however, strenuously oppose any 
efforts that will compel them to pay 
their fair share of modern road 
costs.” 

In answer to this charge, Neil J. 
Curry, president of the Western 
Highway Institute, claimed that 
trucks pay 40% of highway costs, 
though they constitute only 17% of 


the vehicles using highways. He pro- 
posed a meeting between AAA and 
the organized trucking industry “for 
the purpose of jointly exploring any 
and all questions of tax equity be- 
tween trucks and passenger cars.” 


Overplayed ‘Gas’ Peril 
Scares Boston Area 


Boston newspapers threw a scare 
into the populace last week by re- 
porting that “upwards of a million 
gallons” of gasoline had leaked from 
a pipe line in East Boston, endanger- 
ing residents in a five square mile 
area. 

Actually, according to an estimate 
by the East Boston district fire chief, 
only 500 to 700 gal. of gasoline found 
its way into a tidal creek running 
under a highway. Most of the gaso- 
line evaporated, and the rest was 
flushed out of the culvert and out to 
sea by firemen, eliminating any 
danger. 


Wire services carried the exag- 
gerated version to newspaper, radio 


and television stations across the 
U. S. Source of the fuel was not 
determined, but it is believed it 
might have been in tanker sludge 
washed in by the tide. 


Kendall to Introduce 
New Motor Oil Soon 


Kendall Refining Co., of Bradford, 
Pa., expects to have its new “Su- 
perB” motor oil in its dealers’ hands 
by Oct. 15. 

Expressly developed for high com- 
pression passenger car engines, Ken- 
dall says the oil is designed to handle 
two problems: hydraul'c valve lifter 
sticking, and deposit-induced com- 
bustion chamber knock. Kendal) has 
made a patent application for the 
premium-priced (65c per qt.) all- 
weather oil. 

SuperB, says Kendall, meets three 
SAE grades and will be marked SAE 
10W-20W-30. In accordance with 
new oil service classifications set by 
the American Petroleum Institute, 
“SuperB” will be designated: “For 
Service MS.” 





Summary of River Barge Commercial Shipments from Gulf Coast—July 1953 


(Figures in bbis. From data prepared by Department of Interior, Of! & Gas Division) 


TOTAL RIVER BARGES. 
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710,914 


Gasoline jKerosine Heating O01 


Fuel Off 
121,747 
35,502 


Total 


251.834 
886,218 
819.411 


214.411 
2,313,247 
2,188,025 

125,222 
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NEWCOMER to the field of spread tandem axles is the Neway Equipment Co., manufacturer of this “self-tracking” unit 


Spread Tandem Axle Gaining Favor 


By HOLGER RIDDER 
NPN Transportation Editor 


The spread tandem axle unit—one 
in which the space between the two 
rear axles of the trailer is greater 
than the conventional 48 inches—has 
gained in popularity during recent 
years. Each successive tightening of 
truck axle weight restrictions in 
states has boosted the stock of the 
spread tandem axle as a device to 
gain legal payload. 

A comparatively new version of 
the spread tandem is now in use. It’s 
a self-steering tandem with all the 
weight-gaining features of the con- 
ventional spread tandem, but with 
the additional features of reduced 
tire costs, lower fuel consumption 
due to easier towing and greater flex- 
ibility of operation. 

The self-steering tandem is not 
new. One of the first self-steering 
spread tandems was built in 1945 by 
Union Metal Manufacturing Co., Can- 
ton, Ohio, and was called the Hoobler 
Undercarriage (see NPN Nov. 1, 
1950, p. 59). 

The latest to hit the market is 
the Neway “Self-Tracking” tandem 
suspension manufactured by Neway 
Equipment Co., Muskegon, Mich. 

Lower Operating Costs — Experi- 
ence of oil companies and transport- 
ers using this tandem indicates con- 


siderable savings in tire and fuel 
costs. Standard Oil Co. (Ohio), one 
of the first marketers to adopt the 
self-steering tandem for its semi- 
tanker fleet, still is compiling data 
on operating costs of the self-steer- 
ing tandem versus other tandem units 
to determine actual savings. 

However, preliminary studies of 
their Hoobler Undercarriages indicate 
that these new tankers can legally 
haul from 6,200 to 6,500 gal., depend- 
ent on the tractor used, as against 
a 5,000-gal. maximum possible with 
a standard tandem. Sohio is quoted 
as saying increased payload plus im- 
proved maneuverability with the 
Hoobler results in a 22% saving in 
labor cost. 


Past experience showed Sohio units 
with old tandems delivered about 
35,000 miles of tire life before re- 
capping was necessary. One of the 
Hoobler units operated by Sohio at 
its Toledo division has covered some 
80,000 miles, and the original tires 
are still good. 


Sohio also reports easier towing 
characteristics of the self-steering 
tandem cuts fuel costs about 20%. 
Preliminary data indicates, Sohio 
says, over-all savings might approxi- 
mate 34% in the cost of transport- 
ing gasoline. 

The Hoobler unit, without tires, 


brake drums, etc., weighs from 2,800 
to 2,975 lb., depending on the type 
of equipment. 

Increased Payload—Neway Equip- 
ment reports its tandems are cur- 
rently being used by several petro- 
leum transporters. The company says 
the basic advantage of its self-track- 
ing tandem is one of increased pay- 
load. 

G. W. Bartlett, vice president of 
Neway, reports: 

“An operator can amortize the 
added cost of our unit by the addi- 
tional carrying capacity ... As a 
rule of thumb, you might say our 
unit would cost the operator about 
$800 more than a conventional tan- 
dem and in most instances he can 
derive an additional 3,500-lb. payload. 


Other Savings—‘“Other factors en- 
ter into an amortization study, such 
as the fact that with our suspension 
it has been found that in most in- 
Stances the tractor can operate a 
gear higher, thus resulting in a gaso- 
line savings and savings on the trac- 
tor itself through reduced ‘wear. 

“Also, in certain states an operator 
can take advantage of this suspen- 
sion in utilizing ‘B’ roads (secondary 
roads with lower weight limits) for 
better routing from starting point 
to destinaton .. .” 

States presently permitting  in- 
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creased payloads for spread tandems 
are Michigan, Ohio, Indiana, Wis- 
consin, Illinois, Louisiana and Ala- 
bama, said Mr. Bartlett. He adds, 
“In effect, all states operating with 
bridge formulae have weight restric- 
tions which provide the carrier with 
the possibility of using this type of 
suspension. However, some of the 
formulae do not permit a great 
enough gross load difference between 
the standard axle spacing and the 
widespread spacing to warrant the 
purchase of such a unit.” 

The Neway self-tracking tandem 
weighs 1,650 Ib., not including axles, 
wheels, brakes and tires. 


NEW EQUIPMENT 


Grease Fitting Protector 
(Lubrication) 

Dirt and other abrasives are denied 
entrance into grease fittings with the 
use of a new cap which snaps on 
and off. The new Neoprene caps also 
make it unnecessary to clean grease 
fittings each time equipment is lubri- 
cated. The caps fit either Zerk or 
Alemite-type fittings. Winner Man- 
ufacturing Co. 

Circle No. 1 on Reply Coupon 


Engine Primer 
(Trucks) 

A new primer is designed for per- 
manent installation on trucks, trac- 
tors and all types of gasoline pow- 
ered equipment. It is said to elim- 
inate cold weather starting problems. 
A pull on the device’s dash control 
injects an automatically - metered 


SEPTEMBER 16, 1953 


charge of special vaporized fuel into 
the intake manifold. This charge 
ignites the instant the starter is ener- 
gized. Tests are said to show that 
the device will give fast, sure starts 
under temperature conditions as low 
as 40 deg. F. It will continue to 
operate even under severe Arctic 
conditions, when special Arctic op- 
erating instructions are followed. 
The primer, although designed for 
easy installation, also can be used 
as a portable hand unit. Used in 
this manner, one hand unit can be 
used to start a number of engines 
on cold mornings. A companion 
product for Diesel engines will be 
available soon. Engineering Sales, 
Inc. 
Circle No. 2 on Reply Coupon 


Acid-Proofing Concrete 
(General) 

A new coating makes concrete 
floors corrosion proof against nearly 
all acids and alkaline. Floors s0 
badly corroded they permitted acids 
to seep through have been coated and 
protected for nearly two years, the 
surface showing neither attack nor 
wear in that t'me. The product is 
applied by brush or trowel. Carbo- 
line Co. 

Circle No. 3 on Reply Coupon 


Markers Made Easy to Handle 
(General) 

A new coating on the dispenser 
cards, on which a line of self-stick- 
ing markers and labels is applied, 
makes it easier to remove the mark- 
ers without distorting them. W. H. 
Brady Co. 

Circle No. 4 on Reply Coupon 


Pipe Repair Clamp 
(General) 

A cast iron clamp is designed to 
seal pipe leaks quickly, safely and 
without cutting off flow. The con- 
nector is made in two parts joined 
by four screws. It encloses a leak 
within captive Neoprene gaskets 
when the screws are tightened around 
the pipe. The fitting itself exerts no 
pressure on the leak or the weakened 
area around it. In addition to seal- 
ing leaks, the connectors can be used 
to assemble temporary and emer- 
gency lines of great strength, with- 
out threading the pipe units. The 
connector comes in a variety of sizes 
Holoal Mfg. Co. 

Circle No. 5 on Reply Coupon 


Fire Retardant Paint 
(General) 

A new paint contains a mass of 
minute “built-in” fire extinguishers. 
When exposed to flame, the coating 
pours out carbon dioxide and calcium 
chloride which smothers fire and re- 
tards the spread of flame on the 
surface, The paint is a washable, 
flat wall paint, withstanding more 
than 25 cycles of scrubbing with 





FOR FURTHER INFORMATION 


On Any Equipment or Literature Described in This 


HERE'S WHAT YOU DO: 


Circle the number on the coupon on next page 
which corresponds to the one that appears at the 
end of the item in which you are interested. 

Fill in your name, address, etc. 


Clip the coupon. 
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strong washing powder and boiling 
water. It carries the Underwriters 
Laborator'es’ label. Fyr-Kote Co., 
division of Morris Paint & Varnish 
Co, 

Circle No. 6 on Reply Coupon 


Portable Greasing Unit 
(General) 


A hand-operated grease gun uses 
air pres:ure to prov.de power. No 
air or electrical connections are need- 
ed as a few strokes on the cushioned 
air cylinder provide sufficient pres- 
sure—up to 7,000 lb, The greasing 
unit is fastened to the top of a reg- 
ular 25 to 50-lb original refinery 
grease container. The pump will 
hold from 10 to 16 oz. National 
Sales, Inc. 

Circle No. 7 on Reply Coupon 


1213 West Third Street 
Cleveland 13, Ohio 


Readers’ Information Service 
NATIONAL PETROLEUM NEWS 
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Oil Pan Gasket 
(Fleet Ma‘ntenance) 

A new oil pan gasket material does 
not shrink or expand out of shape 
due to atmospheric conditions. Cork 
granules and vegetable fiber are com- 
bined, then treated by a _ special 
formula to make the material im- 
pervious to gasoline, oil and water. 
The material is said to be so tough 
that it can be bent, flexed or folded, 
without affect'ng its sealing power. 
It retains all the “come-back” quali- 
ties of cork. The material is fur- 
nished in gasket sets which are fold- 
ed and fit into smaller cartons than 
is generally the cave with ordinary 
oi] pan gaskets. Felt Products Mfg. 
Co. 


Circle No. 8 on Reply Coupon 


Industrial Tape 
(Warehouses) 


A new, precsure-sensitive tape is 
designed for severe service require- 
ments of marking floor areas and 
overhead limits in warehouses and 
other inductrial bu ldings. The new 
product, known as Permacel 32 
colored plastic tape, is unaffected by 
ord'nary solvents, acid, grease, oil, 
water or alkalies. Its sticking quali- 
ties make it easy and quick to put 
down, direct from the roll. The tape 
comes in any desired width and in 
white, red or yellow, Permacel Tape 
Corp. 

Circle No. 9 on Reply Coupon 


Utility Hose 
(General) 

A new wire-renforced utility hose 
is designed especially for multi-pur- 
pose work. Because it is flexible and 
resistant to high presures, the hose 
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can be used for air, oil, water, gaso- 
line, and even for hydraulic lines at 
working pressures as high as 1,500 
psi. The hose is made of a nop- 
porous oil res stant tube, reinforced 
with two separate braids, one of steel 
wire and one of rayon. The steel 
wire braid is grounded to provide a 
positive conductor for static electric- 
ity. Cover is Neoprene. The hocze 
is available with either hgh pres- 
sure reattachable or pressed-on hy- 
draulic fittings. It is made in %- 
in. to 2 in. inside diameter sizes 
Quaker Rubber Corp. 
Circle No. 10 on Reply Coupon 


Hand Pump 
(Bulk Plants, Stations) 


A double action, dual diaphragm, 
hand-operated pump is designed for 
installation on skid tanks, under- 
ground tanks, and on drums, The 
pump is self priming and no foot 
valve is needed unless meter ac- 
curacy is desired. Efficiency of the 
pump is not affected by moisture, 
sediment or extreme temperatures of 
light liquids. Without priming, the 
unit will lift water 29 ft. at 750 ft. 
above sea level. Pump handle has 
only an 8 in. travel. Several mode's 
are available to fit specific appl-ca- 
tions. They are made without or 
with meter. Byroad Manufacturing 
Corp. 
Circle No. 11 on Reply Coupon 


Automatic Tune-up Injector 
(Service Stat-ons) 

A new device automatically injects 
a one-ounce charge of cleansing 
solvents into the upper chamber area 
of an engine. This eliminates the 
need for pouring solvents through the 
air intake. The injector performs 
its function regularly and automat- 
ically. This is said to increase the 
efficiency of the cleansing solvent 
since 15 equally graduated charges 
from a pint of solvent, spaced at 
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purpose SELF-SEALING COUPLING VALVE 


Users of this highly réfined toupling valve in a & 
I 
Plt 


all three application§ shown bhelow‘\report it 
offers a safe time-saving connection with full ¢ — 
flow and minimum pressure drop. 


Delivering 600 GPM at 50 Ibs. lirte pressur 
with pressure drop through valve and adaptor 
of only 5.25 PSF, this valve can be cognected 
and disconnect¢d under pressure without loss 
of fuel. There Are no auxiliary valves to ap 
or close, since/valve automatically opens upon 
connection ghd closes as it is disconnected 
a vital safety feature in fuel handling. 


j 

The Self-Sealing Coupling Valve is a 2!/,” 
valve with 2'/,” or 3” inlet. Buckeye Adaptors 
for all three applications also available. The 
valve r¢quires no special tools for mainte- 
nance, ¢an be assembled and disassembled with 
a screwdriver. Manufactured in accordance 
with fnilitary specifications. May we send you 
mor¢ details? 


BOTTOM LOADING 
TANK TRUCKS 
FOR AIRCRAFT REFUELING AND TRANSPORTS 


ry 


BUCKEYE IRON & BRASS WORKS, Dept. N, 
Box 883, Dayton 1, Ohio 


Please send complete information on Buckeye Self- 
Sealing Coupling Valve. 
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ILLINOIS 











Everything in Bulk Plant 
and 


Service Station Equipment 
INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 











OFFERING THE OIL 
FINEST IN OL EQUIPMENT 

BULK PLANTS 

SERVICE STATIONS 


TRUCK TANKS 
ENGINEERING & SERVICE 


COFFIELD SUPPLY CO. 


1626 So. Main St. South Bend 24, Ind. 








MICHIGAN 








R. V. SEAMAN CO. 


Michigan’s largest wholesaler of 
truck tank, service station and 
bulk plant equipment. 


SAGINAW—DETROIT— 
GRAND RAPIDS 











NEW JERSEY 








EQUIPMENT 
for the 
OIL INDUSTRY 
e 


Rebuilt 
PUMPS — METERS — REGISTERS 


PARTS FOR MOST PUMPS 
* 


TEN HOEVE BROTHERS 
359 McLean Bivd., Paterson 3, N. J. 
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from 70 to 100-mile intervals will be 
10 times more effective than one pint 
applied at a time. The injector can 
be installed in a few minutes. Ex- 
celo Automotive. 


Circle No. 12 on Reply Coupon 


Wheel Balancers 
(Stations, Fleet Maintenance) 


A new bus and transport truck 
wheel balancer also will handle pas- 
senger car wheels. It consists of a 
heavy-duty, tune-in balancing in- 
strument, an 8 h.p. spinner, and a 
portable utility cabinet which holds 
the various wheel adapters and ac- 
cessories. The wheel spinner is a 
dual motor, heavy-duty unit, de- 
signed for handling large trucks and 
buses. Another new balancer is for 
passenger cars and truck wheels up 
to 9:00 x 20 size. The wheel spinner 
in this group has two 2% h.p., 220- 
volt motors. Accessories also are 
available such as an optional lid and 
rim assembly for balancer spinners; 
a jag wheel adapter for foreign cars, 
wire wheels and wheels with long 
hubs; and a run-out gauge. Hunter 
Engineering Co. 

Circle No. 13 on Reply Coupon 


Automotive Undercoating 
(General) 

A new emulsion automotive under- 
coating is safe to use because of its 
protection against fire and explosion. 
It has no odor, has excellent adhe- 
sion properties and is easily sprayed. 
It protects car bodies from rust and 
corrosion as well as sealing against 
road dust and fumes. The Philip 
Carey Mfg. Co. 

Circle No. 14 on Reply Coupon 


Computation Service 
(General) 

High-speed computation services 
are available to business, manufac- 
turing, trade and scientific organiza- 
tions. The computations are made 
automatically on a special laboratory 
computer. This machine makes an 
addition in 17/1000th of a second, a 
multiplication~ in 50/1000th. Bur- 
roughs Corp., Electronic Instruments 
Division. 

Circle No. 15 on Reply Coupon 


NEW YORK 


‘7 Gasboy PUMP 


ERY SIZE CONSUMER ACCOUNT 


LANCASTER STEEL PRODUCTS MFG. CO 


Lancaster New York 











RENICK & MAHONEY, INC. 
380 Second Avenue 
New York 10, N. Y. 
Bulk Plant—Truck Tank 
and 
Service Station Equipment 








PENNSYLVANIA 








PENNINGTON EQUIP. SALES CO. INC. 
442 Tinsman Ave. Williamsport 39, Pe. 
Wayne Pump Company Products 
Marlow Centrifugal & Blackmer Rotary 
Pumps — Truck Tanks — Hose — Reels 
Storage Tanks — Pittsburgh Equitable 
Meters — Gasoline & Oil Equipment 














RUTLEDGE EQUIPMENT CO. 
334 Bivd. of Allies Pittsburgh 22, Pa. 
Service Station Flood Lights 
G&B Equipment—Buckeye Valves & 
Fittings 
Granco Pumps & Meters—Alr 
Compressors 














West Penn Oil Equipment Co. 
Cedar 1-8822 


512 Sondusky St. 
Pittsburgh 12, Po. 
Bulk & Service Station Equip. 
Erie Computing Pumps 
Pittsburgh Equitable Meters 
Roper & Marlow Pumps 














E. 0. HABHEGGER CO. 
Fairmount Ave., at 24th St 
PHILADELPHIA, 30 
HABHEGGER 


= 


BULK PLANTS 
TRUCKS—SERVICE STATIONS 
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LP-Gas Pump 


(LP-Gas Distributors) 


A new pump is designed for han- 
dling LP-gas. It can be mounted on 
trucks or placed in stationary serv- 
ice. The pump is a rotary type, with 
rounded teeth that provide a rolling 
contact between the gears. Special 
features make it especially suitable 
for pumping butane-propane and 
other “dry” liquids. It has a double 
mechanical seal, giving double assur- 
ance against leakage. A double row, 
radial thrust bearing holds the shaft 
in alignment under all conditions. 
Double seal caps protect this bear- 
ing against wear, by keeping out 
water and dirt. The relief valve is 
reversible for changing the direction 
of rotation. Joints cannot leak, be- 
cause “O” rings are used instead of 
gaskets. The grease chamber holds 
a four-month supply, and the end of 
the shaft is 1%” diameter for use 
with a power take-off. The pump is 
available in capacities of 20, 30, and 
55 gpm. Schirmer-Dornbirer Pump 
Co. 


Circle No. 16 on Reply Coupon 


TEXAS 





UNITED PUMP SERVICE & SUPPLY CO. 


1701 S. LAMAR DALLAS, TEXAS 


SALES & SERVICE 
BUCKEYE VALVES: COX WELLS: 
EVER-TITE: GOODRICH HOSE: 
GRANCO PUMPS: JOYCE LIFTS: 
OILCO LOADING ARMS: SMITH 
METERS: TOKHEIM PUMPS: 
WESTINGHOUSE AIR COM- 
PRESSORS. 











WEST VIRGINIA 





SMITH METERS 
H. H. TRUITT 


1403 8th Ave. 
Huntington 1, W. Vo. 


Westinghouse Air Compressors 


Service Station or Bulk Plant Equip. 
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Thickening Agent for Grease 
(Grease Manufacturers) 


A new thickening agent is avail- 
able for making high-quality multi- 
purpose greases. The product is an 
entirely inorganic, purified, colloidal 
form of the mineral attapulgite. The 
agent has the ability to gel a 
wide range of petroleum base oils 
and synthetic lubricants. It is said 
to yield lubricating greases with 
such qualities as: excellent low tem- 
perature pumpability, no melting or 
dropping points, excellent physical 


stability, outstanding mechanical sta- 


bility, good water washing resist- 
ance, effective corrosion resistance 
and excellent bearing performance. 
Attapulgus Minerals & Chemical 
Corp. 

Circle No. 17 on Reply Coupon 


LP-Gas Fueled Trucks 


(Transportation) 

Five medium-duty trucks, powered 
with LP-gas, are in production. The 
trucks are listed by the Underwriters 
Laboratories. The new models range 
in gross vehicle weight from 14,000 
to 17,000 Ib. Four are for heavy haul- 
ing, and one is for over-the-road 
tractor service. Engine is 108 h-p., 
valve-in-head type. A compression 
ratio of 84 plus added horsepower 
and torque characteristics may be 
obtained in the engine with LP-gas 
fuel system by installing 10,000-foot 
pistons. International Harvester Co. 

Circle No. 18 on Reply Coupon 


Bolt Sealing Device 


(General) 

A new device provides the means 
for sealing bolts and studs, at either 
high or low pressure. The washer- 
like unit can be used on gas, liquid, 
or air installations. The device elim- 
inates the need for sealing com- 
pounds over bolts and studs. It fits 
under the head of the stud or_bolt 
and seals as tightened. High fas- 
tening torques are not required to 
seal because there is always full 
metal to metal contact without any 
load transference to the sealing 
gland. Franklin C. Wolfe Co. 

Circle No. 19 on Reply Coupon 


Sand Blast Gun 
(General) 

A new hand gun cleans smal! parts 
and surfaces with sand, liquid or air. 
It will operate efficiently on air pres- 
sures of 75 lb. and up with maximum 
efficiency for sand blasting at pres- 


sures of 100 to 140 lb. The gun is 
recommended for cleaning spark 


plugs, removing paint and rust, re- 
moving carbon, cleaning welds, clean- 
ing radiators and corroded 
C. A. Roesch and Co. 


Circle No. 20 on Reply Coupon 
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ACCURATE LABORATORY 
TESTS 
GASOLINE OlL 
Standard Methods Employed 
Octane Ratings by ASTM. Ce Unit 


QUALITY CONTROL DETROIT 26, MICH. 


THE DETROIT TESTING 
LABORATORY, INC. 











BARRETT automatic 
Filling and Crimping Equipment 
for handling greases and other 

viscous fluids. 

@ No operator required. 

@ 100% air operated. 

Fills, seals, stamps and counts lug 
cover pails. Output of 15 pails per 
minute. Write for details on installo- 
tion to meet your requirements. 


B-A.- RRs 


Wanufacturing Co. 





HAMPIONS 


Four Cylinder “V” 
Type Compressor 


CHAMPION PNEUMATIC MACHINERY COMPANY, 846 NO. PLEASANT, PRINCETON, ILLINOIS 


with FencPainteR 


Save 90% on labor costs, 50% on mate- 
rials, with this amazing new painting 
method. Used by America’s largest indus- 
trial firms, institutions, parks, playgrounds, 
etc. Stranded roller applicator covers big 
areas quickly . . paints most any surface, 
minimizes waste, slashes costs. Special trial 
outfit, includes Industria! size FencPainteR, 
receptacle, 5 gal. Aluminum enamel, 1 gal. 
solvent (enough for 2000 sq. ft.) only 
$57.00. ($5.00 extra for gray, white or 
black. $10.00 extra for red of green). 
An easy ONE-DAY job! 


MAIL COUPON for 8 page illustrated 
brochure with full details covering 
FencPainteR products and their use. 


FencePainteR Corp. 
2314 W. Von Buren Street, 
Chicago 12, Ii. 








EXTRA FEATURES 


Exclusive aero-dynamic 
features that mean... 


© LONGER LIFE 
© MAXIMUM PRESSURE 
¢ MINIMUM RUNNING COSTS 


The air compressor is a mighty important 
unit in any service station. Many vital 
customer services depend on it. So, 
exactly the right compressor for the sta- 
tion's particular requirements should be 
selected. Your new compressor must 
give you endurance plus dependable per- 
formance plus economy. These neces- 
sary qualities are determined oniy by the 
materials, workmanship and practical 
design of the compressor—not by any 
one single feature. That's why we ask 
that you check and compare the Extra 
CHAMPION Features before you make 
your choice. Check point-by-point and 
you can't help but pick—the "Champ" of 
Compressors—a CHAMPION. 


54 MONEY-SAVING MODELS 
A mode/ to fit every service station need 


Ye hp. to 10 h.p.- stationary or portable 
horizontal or upright 


Write TODAY for your 
FREE copy of the New 
Champion Catalog. 


2314 W. Von Saree Street, 
Chicago 12, il. 


( Please rush Free 8 page Brochure 
(J Send Special Trial Offer, complete $ 

(Color desired ) 
Name 





Address 
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Truck Tire Demounter 


(Stations, Trucks) 

A new, hydraulically - operated 
truck tire demounter is designed to 
remove stuck or frozen tires. It will 
handle all size truck tires of 15 to 
24 in. Unit is portable and can be 
uced in the shop or on the road. It 
weighs 26 Ib. and operation consists 
of attaching the unit to the rim, 
raising into position and pumping on 
the handle unt'l the tire is forced 
off. Bos Tool Co. 

Circle No. 21 on Reply Coupon 


Microfilm Camera 


(Offices) 

Single pages, or series of pages 
stapled together, can now be micro- 
filmed without removing and then 
replacing the staple. A new camera 
makes this possible. The equipment 
handles single sheets, bound volumes 
with pages spread open, magazines, 
engineering notebooks and other bulk 
orig nals in all sizes up to 11 x 17 in. 
The machine can be operated at 
speeds up to 1,500 exposures an hour. 
Remington Rand Inc. 

Circle No. 22 on Reply Coupon 
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Air-Operated Pump 
(Service Stations) 


A new air-operated jack is de- 
signed for use in service stations. It 
has wide-sliding, adjustable carriage 
arms with two parallel end brackets, 
which fit securely under the vehicle’s 
front or rear bumper without danger 
of slipping. The jack can be used on 
all models of cars and light pickup 
trucks, even those with low frame 
suspension. The unit connects to a 
standard air tire hose chuck. It will 
raise the front or rear end of a ve- 
hicle to a height of about 30 in. from 
the ground to bottom of bumper. The 
operator must release the safety 
lock by hand before the jack can be 
lowered. When in down position, the 
locking device is automatically reset. 
Supreme Equipment Corp. 

Circle No. 23 on Reply Coupon 


Drum Deflector 

(Bulk Plants, Packaging Plants) 

A device for deflecting drums at 
conveyor transfer points has been in- 
stalled for Esso Standard Oil Co. at 
Bayonne, N. J. With the device, 12 
different routing possibilities exist at 
each intersect’on of its 144-line drum- 
handling system. The unit consists 
of a section of roller chain cecured 
at each end to a rod. By inserting 
the rods in holes provided at con- 
veyor corners, the chain is stretched 
across the conveyor to deflect drums 
as desired. A spring at one end of 
the chain absorbs deflecting shocks. 
Thus, 55-gal. drums coming from 
any one of four directions on the 
reversible conveyor Ines can be 
routed, by a simple repositioning of 
the rods, to any of three other di- 
rections. Lamson Corp. 

Circle No. 24 on Reply Coupon 
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Oil Additive Rust Inhibitor 


(General) 

A new rust-inh’biting oil additive 
is designed to protect engines, tur- 
bines, pipe lines and ferrous tools. 
It is non-metallic and is shipped as 
a 100% material for addition by the 
refiner or compounder to his oils. 
Tests indicate the material can be 
used in production’ p’pe lines for 
Diesel fuels and heavier oils. It will 
work in highly refined and treated 
oils which tend to resist the action 
of inhibitors. Industrial Chemicals 
Department, Atlas Powder Co. 
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Mist-Proofs Windshields 
(Service Stations) 

A chemically treated cloth has 
been developed to m/st-proof glass 
such as in windshields, eye glazses, 
etc. The cloth cleans and mist- 
proofs in one operation and the glass 
will not fog for a period of a few 
hours to two weeks, depending on 
atmospheric conditions, It is said to 
be very useful for truck and car 
windsh elds. Hygiene Research Inc. 
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Fixed Position Lights 
(Service Stations) 

A new light fixturé for use at sta- 
tions is made with fixed position for 
the bulbs. This makes it impossible 
for anyone to change the light direc- 
tion, and the scientifically predeter- 
mined lighting pattern remains the 
same. There is no aming problem 
as this a'so is predetermined. Two 
to five-light fixtures are available. 
Steber Manufacturing Co. 
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NOW 
leave the control 
of fuel oil truck 


pumping speeds to 
SCULLY 
AUTOMATIC 
Throttle Regulator 





ash a 
‘ 


U.S. Pat. No. 2,634,681, Foreign Pats. Pending. 


Here's a new device that ends the 
nuisance and guesswork of hand 
throttle or carburetor adjustment 
for proper pumping speeds. Need- 
less truck motor and pump racing 
is eliminated. 


Scully Throttle Regulator is a 
small device easily installed under 
engine hood near carburetor. 


HOW IT WORKS 





Automatically adjusts engine speed to 
proper RPM for maximum pump effi- 
ciency when power take-off is engaged. 
if compartment runs dry, engine avto- 
matically returns to idling speed. 
At transfer to new compartment, engine 
speed avtomotically increases to restore 
proper pump speed. 
When power take-off is disengaged, 
engine speed decreases to normal 
traffic idle. 
it does not offect 
throttle operation while driving. 


ORDER: NOW! 


Repeot orders are now proving all our 
claims for the new Scully Avitomotic 
Throttle Regulator. Have you equipped 
your trucks yet? We ship you device, 
mounting brackets and all installation 
ports for $29.50 f.0.b. Cambridge. 


Fuel Truck 
Equipment Jobber 
Inquiry Invited 


SCULLY SIGNAL CO. 


79 First St., Cambridge 41, Moss. 
Mokers of 
VENTALARM Signal Products 
©1953 Scully Signal Co. 
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Wheeled Fire Extinguisher 


(Bulk Plants, Terminals) 

A new nozzle and gas tube design 
together with a stepped-up rate of 
flow have increased the fire-fighting 
effectiveness of a new wheeled fire 
extinguisher, The units use dry 
chemical as an extinguishing agent. 
Incorporated in the special nozzle de- 
sign is a new sealing principle (float- 
ing plug seated against a rubber 
pad) to insure water and gas-tight- 
ness. The dry chemical rate has 
been increased 30% over older mod- 
els by redesigning the gas tube in 
the dry chemical chamber. Range 
of the dry chemical stream is 40 feet. 
Operation and maintenance have 
been simplified by the addition of a 
check valve in the gas tube and a 
pressure gauge in the nitrogen cyl- 
inder valve. Operating pressure on 
the new unit can be reached in 12 
seconds. Ansul Chemical Co. 


Circle No. 28 on Reply Coupon 


Parts Cleaning Tank 


(Stations, Fleet Maintenance) 


A new dip tank for washing parts 
from cars and other equipment has 
a foot treadle action to open the lid. 
When the foot is removed, the cover 
closes. This reduces the fire hazard 
and cuts loss of cleansing solvent by 
evaporation. The tank is waist high. 


It is 13 in. wide, 24% in. long and 
8% in. deep. Unit stands 33 in. from 
the floor. It is approved by Factory 
Mutual Fire Insurance Companies 
Laboratories, Protectoseal Co. 
Circle No. 29 on Reply Coupon 


Drum Upender 
(Bulk Plants, Terminals) 


A new device for drum handling is 
designed for safe, quick upending 
without danger of slipping or strain- 
ing. Lifting tension on the drum ac- 
tually clinches the device securely. 
The convenient grip and multiplied 
lifting leverage enables one man to 
handle drums. Weld-rite Co. 
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Valve Lifter Gauge 
(Fleet Maintenance) 

A new hydraulic valve-lifter gauge 
for “L” head engines eliminates hit- 
and-miss methods of grinding valve 
stems gauged for motor perform- 
ance. The device is calibrated with- 
in normal manufacturing tolerances 
for hydraulic valve lifters. It per- 
mits the accurate grinding of valve 
stems the first time without check- 
ing in the engine. The gauge gives 
a direct reading and automatically 
locks itself in reading position to 
eliminate errors, Jergens Tool Spec- 
ialty Co. 
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LP-Gas Liquid Level Gauge 


(LP-Gas Distributors) 


A new gauge will determine the 
liquid content of an LP-gas container 
and disclose when the maximum per- 
mitted level has been reached during 
filling. The gauge has a special 
packing which will last for years, 
and a supplemental seal on the stem 
that seals with the pressure, per- 
mitting repair or repacking of the 
unit while it is under pressure. The 
indicator handle turns easily, yet 
holds pre-set position firmly. Dial 
face, calibrated to the left and right 
of the indicator handle, makes it pos- 
sible to check the fuel level on both 
sides. This is an advantage where 
tanks are not level. An average of 
the two readings will give the true 
liquid level. Gauge is available with 
proper dials to permit center mount- 
ing on the side or end of a tank. 
Listed by Underwriters Laboratories. 
The Bastian-Blessing Co. 
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Oil Burner Filters 


(Fuel Oil Distributors) 


A series of four new filters for oil 
burning installations have metal 
bowls and ceramic Microstone ele- 
ments to remove dirt from the filter- 
ing area. The new models are made 
in capacities for all space heaters, 
water heaters, kitchen ranges, fur- 
naces and appliances. They are for 
installation on tanks or to screw into 
the control valve. They are designed 
to handle any No. 1 or 2 fuel oil. 
Marquart Manufacturing Co. 

Circle No. 88 on Reply Coupon 
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800 GPM 


CAPACITY 





USE LOWER HP MOTORS 
——— SAVE ON POWER 


When buying meters, keep in 

mind motors and vice versa. Because 

the Model 6-BLX Rockwell Rotocycle meter 
requires less power to turn, you can use 

smaller motors on your pumps and save money on 
electricity. Too, you'll save on meter maintenance, for 
this precision meter has the strength to stand up 
and take it for long periods of time without 
attention. You get all this p/ws the proved 
accuracy and free ‘‘Flo-ward” operation of 
Rockwell Rotocycle measurement. Write for 
bulletin and price list. 


AVAILABLE IN ALUMINUM 


Where specified the Model BLX Rockwell Rotocycle can be furnished with 
a cast aluminum case. The lighter weight of this metal mokes the meter 
easier to handle and install—also aluminum is a highly acceptable 
material for use with high octane and aviation gasoline. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Chicago Houston Kansas City 
los Angeles New York Pittsburgh San Francisco Seattle Tulsa 


In Canada: Peacock Brothers Limited 


ROCKWELL ROTOCYCLE) meters 
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NOW! SIZES #5 and #6 WITH CAPACITIES FROM 
70 TO 226 G.P.M. AT 60 P.S.I. FOR WIDER SCOPE 
OF APPLICATIONS FOR INDUSTRIAL USERS 


These new MAHB models, with built-in gear reductions 
for use with standard motors, are now offered to meet 
the demands of larger general purpose installations. 
Various combinations of pump sizes, gear reduction 
ratios, and motor sizes are available to provide a range 
of capacities covering liquids as thin as gasoline and 
as thick as molasses. 


FEATURES 


@ Compact... requires minimum installation space 

@ Totally-enclosed gear reduction running in oil 

@ Anti-friction bearings throughout gear reduction 

@ 3 gear reductions for each size are interchangeable 

@ Operates indoors or outdoors—no pump house needed 


®@ Sturdy bedplate provides rigid mounting for pump 
and motor 


@ Unusually smooth and quiet operation 


Get full details from your Roper 
distributor, or write for literature. 


GEO. D, ROPER CORPORATION 
479 Blackhawk Park Ave., Rockford, Illinois 
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LITERATURE 


Cold Weather Starting 
(Trucks) 

A new catalog tells how to cut 
the cost of cold weather operation 
of Diesel and gasoline engines through 
the installation of electric pre-heat- 
ers. The device plugs into any elec- 
trical outlet and keeps the engine 
ready for quick starting even when 
vehicles are parked outside in sub- 
zero weather. The catalog shows 
typical installations. Specifications 
are listed for various sizes and types 
of engines. KIM Hotstart Manufac- 
turing Co. 


Circle No. 34 on Reply Coupon 


Care of Oil Gauging Tapes 
(Bulk Plants, Terminals) 

The Care and Use of Oil Gauging 
Tapes, is the title of a four-page 
folder which tells how to get the 
most accurate readings and the long- 
est service from a gauging tape. 
The gauging diagram for conven- 
tional tanks is illustrated, along with 
innage and outage bobs, and gaug- 
ing tapes. Lufkin Rule Co. 
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Gadget Booklet 
(General) 

A number of interesting gadgets, 
developed at Dupont plants to solve 
operational headaches and safety 
problems, is illustrated and described 
in a new booklet. The many tips 
in the book are too numerous to men- 
tion, but oil marketers should find 
them interesting. Petroleum Chemi- 
cals Division of E. IL du Pont de 
Nemours & Co. 
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Pipe Leak Repair Clamp 
(Bulk Plants, Terminals) 

A folder shows how pipe line leaks 
of any kind can be permanently re- 
paired quickly with band type re- 
pair clamps. The method of installa- 
tion for both single and double re- 
pair clamps is illustrated. Morris 
Coupling and Clamp Co. 

Circle No. 37 on Reply Coupon 


Preparing Steel for Drums 
(General) 

How sheet steel is prepared for 
fabrication into drums is described 
in a new folder. It shows the 
various methods used to be sure the 
steel has no defects and is rust-in- 
hibited. Rheem Manufacturing Co. 

Circle No. 38 on Reply Coupon 
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Cylinder Protection 


(LP-Gas Distributors) 

A foot ring mastic and primer is 
designed to protect LP-gas cylinders 
and tanks. The method of applica- 
tion and complete description of the 
material is given in a bulletin. Roys- 
ton Laboratories, Inc. 


Circle No. 39 on Reply Coupon 


Paint Resists Corrosion 


(Bulk Plants, Terminals) 

A folder describes a protective coat- 
ing for use on tanks, pipes, floors, 
walls, equipment and machinery. 
The paint provides a non-oxidizing, 
acid, alkali, oil and water-resistant 
film over concrete, metal or wood 
surfaces. Stonhard Co, 
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Sign Catalog 
(General) 


A 652-page catalog illustrates a 
large number of signs which are 
intended for use at plants, offices, 
stations, etc., to promote safety. 
Ready Made Signs Co., Inc. 


Circle No. 41 on Reply Coupon 


Gasoline Engines 


(General) 

A new bulletin describes company’s 
complete line of gasoline engines for 
stationary, automotive and marine 
applications. Photographs, drawings 
and specifications give complete de- 
tails. Twin Coach Co, 
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Gasoline Dispensing Pumps 


(Service Stations) 


A 6-page folder describes gasoline 
pumps for multiple dispensing uses. 
The pumps are packaged units de- 
signed for tank installation. Sec- 
tional drawings point out construc- 
tion details and dimensions. Tables 
show the proper method of selec- 
tion. Johnston Pump Co. 
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Protective Coating 


(Bulk Plants, Terminals) 

A new pamphlet shows the uses 
of three heavy-duty protective coat- 
ings. One is Nox-Rust Aluminum 
which can be either sprayed or 
brushed on, It prevents rust, sheds 
water, reflects heat and insulates. 
It is recommended for tanks, steel 
buildings, and pipes. Another coating 
is for use wherever metal surfaces 
tend to “sweat.” A third coating 
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is for use where corrosion conditions 
are especially severe. It prevents 
rust and seals out water, mild acids 
and alkali. It may be applied also 
to brick, concrete or wood. Mastics 
Division, Nox-Rust Chemical Corp. 
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Gaskets, Packing 


(General) 

An eight-page bulletin describes 
silicone rubber products for dia- 
phragms, gasketing, sheet packing, 
oi] seals, rings, insulation tape, rod 
and valve stem packings and molded 
Shapes. Garlock Packing Co. 

Circle No. 45 on Reply Coupon 


Carbon-Blast Tune-Up 


(Service Stations) 

A new profits plan booklet is de- 
signed to help service station dealers 
promote sales of carbon-blast tune- 
up service. It shows tie-in advertis- 
ing, from mailing cards and stickers 
to radio transcriptions, and posters 
for a complete campaign. Kent- 
Moore Organization, Inc. 
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Glass Fiber Panels 


(General) 

Translucent fiber glass panels are 
designed as a replacement for glass 
in windows or skylights. As described 
in a new folder, the materia] lets 
in light yet it provides privacy. It 
can be sawed, cemented, nailed, 
screwed or bolted into the building 
structure. The panel will not shatter 
or break like glass. Alsynite Co. of 
America. 
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Tool Catalog 


(General) 

A new general catalog displays a 
line of tools. Drills, bits, reamers, 
screw extractors and many other de- 
vices for making holes in a wide 
variety of materials are described. 
Chicago-Latrobe Twist Drill Works. 
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Floor Resurfacer 


(General) 

A new folder describes a floor re- 
pair material for use in plants and 
driveways without delaying traffic. 
The material bonds to concrete, brick, 
stone and asphalt. Stonhard Co. 

Circle No. 49 on Reply Coupon 





on quality 
anti-freeze 


Some guys 
gotta good product 
. some guys gotta good 
price . . . you get ‘em both 
in Arctic Flo and Blue Star 
Anti-freeze . . . available in 
permanent and methanol. 
Beat your competition all 
hollow with these superior 
brands that are produced, 
packaged, promoted and 
PRICED to sell! See our deal 
before you buy! 


Write or Wire 
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PERSONALS 


A, Neil Savee 
has been named 
sales manager of 
the steel pack- 
age division of 
Geuder, Paeschke 
& Frey Co., man- 
ufacturer of 
small steel ship- 
ping containers. 
Mr. Savee has 
been with the 
firm since 1936 
as a salesman 
and manager of 
the bakery service division. In 1946 
he was appointed assistant to the 
president. For the past year he has 
been serving as assistant sales man- 
ager of the division he now heads. 

* x = 

Minneapolis-Honeywell Regulator 
Co. has appointed a veteran employe, 
Fred Kaiser, as eastern regional 
manager with headquarters in New 
York. Mr. Kaiser, who joined the 
company in 1926 as service and sales 
representative, has managed branches 
in Buffalo, Syracuse and Detroit. 
Most recently he was Midwest re- 
gional manager. His new territory, 


Mr. Savee 


the company’s largest, comprises 
eight states. Arnold Michelson, who 
handled the eastern manager's duties 
prior to Mr. Kaiser’s appointment, 
has been named resident vice pres- 
ident and will remain in the New 
York office. 


* + * 


Two truck sales managers have 
been appointed by Twin Coach Co. 

Charles T. Conner is in charge of 
the south-central district, stretching 
from Illinois and Indiana south to 
Mississippi and Arkansas, with cen- 
tral headquarters in Knoxville, Tenn. 
Mr. Conner previously spent 14 years 
with International Harvester Co, as 
truck sales representative. 

Another International Harvester 
veteran, Garth G. Collins, is handling 
the northeastern truck sales for Twin 
Coach. His territory comprises the 
New England states and New York, 
exclusive of the metropolitan area. 


* * * 


Wheaton Brass Works has named 
J. Fennelly, San Francisco, and C. H. 
Currier, Pasadena, as representatives. 
The two men operate the Fennelly- 
Currier Co., and they plan to push 
the sale of Wheaton products in the 
West. 


Robert B. War- 
mock has been 
placed in charge 
of sales of 
the Birmingham 
Tank Co. Division 
of Ingalls Iron 
Works Co., Bir- 
mingham. 

He has worked 
with the petro- 
leum industry 
for a number of 
years. He worked 
for the Douglas 
Aircraft Co. following his graduation 
from Georgia Institute of Technol- 
ogy. After a four-year stint in the 
Navy, Mr. Warnock joined The Texas 
Co. as an industrial sales engineer. 
During the past six years he has 
been with the F. J. Evans Engineer- 
ing Co. He will make his headquar- 
ters in Birmingham. 


Mr. Warnock 


* * * 


A new vice president of Hewitt- 
Robins, Inc. is its general manager 
of the rubber and conveyors divisions, 
Austin . Goodyear. Mr. Goodyear 
joined the firm 12 years ago, and be- 
came production manager of the Pas- 
saic, N. J. plant. A year ago he 
was named manager of the conveyors 
division and a director of the firm. 
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More than a 
quarter of a cen- 
tury’s experience 
with the oil in- 
dustry is behind 
C. A, Stutzman, 
new merchandis- 
ing manager of 
Aro Equipment 
Corp.’s_lubricat- 
ing equipment di- 
vision. He spent 
22 years’ with 
Sinclair Refining 
Co. as merchan- 
dising head in New York and Chi- 
cago and as sales promotion manager. 
In 1947 he joined Aro as division 
manager in New England, and lately 
was western regional manager. His 
immediate plans for his new job in- 
clude setting up a large-scale sales 
training and merchandising program 
for field men, jobbers and major oil 
company men. 

a * * 


Gordon E, Dean, retired chairman 
of the U. S. Commission on Atomic 
Energy, has been elected a member 
of the board of directors of Fruehauf 
Trailer Co. 


Mr. Stutzman 


* * . 


A. R. Abelt has been named vice 
president of sales for the Chain Belt 
Co. of Milwaukee. He formerly was 
vice president in charge of field 
forces. 

Other changes at Chain Belt in- 
clude: George W. Woodland to the 
newly created position of manager 
of field forces for the industrial di- 
vision; Gilbert J. Schuelke to sales 
manager of the chain and transmis- 
sion division. 

The retirement this fall of George 
D. Gilbert, secretary and director of 
the company, has led to the follow- 
ing promotions: William C. Messin- 


ger has been named secretary, and 
Edward M. Rhodes is now manager 
of the. Baldwin-Duckworth division, 
which Mr. Gilbert also headed. New 
sales manager for the division is 
Roland V. Poisson. 


* * * 


Lois Magruder and Ben F. Offutt, 
former oil equipment jobber of 
Louisville, Ky., were married on Aug. 
3. The newlyweds plan to live at 
3115 Oberlin St., Orlando, Fla. The 
former Miss Magruder had been as- 
sociated with Mr. Offutt in the equip- 
ment business for many years. Re- 
cently the company was sold. 

Both Mr. and Mrs. Offutt were 
charter members of the National 
Assn. of Oil. Equipment Jobbers. 


* * a 


Two district sales mangers were 
appointed this summer by the Frank- 
lin Supply Co.: William Kerin, Jr. 
moved to Oklahoma City and 
Charles Armstrong took office in Mt. 
Pleasant, Mich. Recently appointed 
sales representatives are: Wendell 
Kalck in Grayville, Ind. Frank A. 
Northway in Dallas, Frank Korney 
in Tulsa, Don Davis in Casper, Wyo., 
and Jack Connel in Houston. 

The company’s Canadian subsid- 
iary, Franklin Pipe & Supply Ltd., 
has opened a new warehouse in Ed- 
monton, Alberta, Canada. 


Hubbert L. O’Brien of the Graver 
Tank & Manufacturing Co., Inc. is 
now sales manager for its newly 
opened Los Angeles sales engineer- 
ing office. Mr, O’Brien is a regis- 
tered engineer and is active in Amer- 
ican Petroleum Institute work. Wil- 
liam T. Hudson, manager of the com- 
pany’s Casper, Wyo., plant, is in 
charge of the Los Angeles office. 
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THE ERIE ENAMELING COMPANY 


Mr. Banke 


John A. (Jack) Banke has been 
transferred from the appliance di- 
vision of the Franklin Transformer 
Manufacturing Co. to the eastern 
sales division of the electrical depart- 
ment. Patrick (Pat) Clarke, former- 
ly service manager for the company, 
is handling its western division sales, 
while Gerald W. (Jerry) West suc- 
ceeds him as service manager. 


Robert E. Poethig, director of re- 
search and development for the 
Bastian-Blessing Co., has added the 
management of the newly co-ordi- 
nated department of research and 
production engineering to his present 
duties. The additional department 
comes to him following the resigna- 
tion of the production engineering 
head E. V. Rupp. Mr. Poethig has 
been with Bastian-Blessing for 14 
years, and is now a member of the 
safety relief valve manufacturers’ 
committee for American Petroleum 
Institute. 


> > a 


Allen 8S. Carpenter has been named 
manager of General Controls Co.'s 
Omaha, Neb., branch office. He has 
been with the firm’s sales and custo- 
mer service departments. 


1403 W. 20TH ST. + ERIE, PENNSYLVANIA 
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NEWS OF MANUFACTURERS 


White Motor Modernizes Autocar 


White Motor Co. is constructing 
new manufacturing facilities at Ex- 
ton, Pa., near Philadelphia, for its 
recently-acquired Autocar Division. 
The new $2 million plant will replace 
Autocar’s present factory at Ard- 
more, Pa. Completion is expected 
by early 1954. Edward F. Coogan, 
president of Autocar since 1949, is 
to be named v'ce president in charge 
of the Autocar Division. C.R.C. 
Custer continues as treasurer and 
B. B. Bachman will continue as head 
of engineering and development. 


Two Companies Consolidate 


The Timken-Detroit Axle Co., De- 
troit, and Standard Steel Spring Co. 
have reorganized and consolidated to 
form a new corporation. It will be 
known as “Rockwell Spring and 
Axle Co.,” according to Walter F. 
Rockwell, president of Timken-De- 
troit. 


Display Cabinet Maker Moves 


Modern Metal Products Co., 
Greensboro, N. C., manufacturers of 
oil display-service cabinets for serv- 
ice stations, has completed construc- 
tion of a new office and factory 
building. It is double the size of the 
old building. The new structure was 


erected around the old building with- 
out any interruption of production. 
After completion of the new building, 


the old one was removed piece by 
piece. . 


Continental Can Buys Plant 


The Continental Can Co. has pur- 
chased all the outstanding stock of 
the Elmer E. Mills Corp. of Chicago. 
The latter is a producer of plastic 
products including flexible bottles, 
tubes, pipe and tubing. The Mills 
company has one plant in Chicago 
which will continue to operate under 
the supervision of Mr. Mills. 

Cont:nental’s two recent acquisi- 
tions, the Benjamin C. Betner Co. 
and Shellmar Products Corp., have 
been consolidated into the company’s 
new Shellmar Betner Flexible Pack- 
aging Division. Benjamin C. Betner, 
Jr., will be in charge of operations 
for the new division, with headquar- 
ters in Mt. Vernon, Ohio. 


Brady Moves to New Plant 


The W. H. Brady Co., manufactur- 
ers of self-sticking industrial prod- 
ucts such as tapes, markers and 
labels, has moved its plant and of- 
fice to a new build:ng at 727 West 
Glendale Ave., Milwaukee, Wis. 





Oil Equipment Jobbers 
Set Meeting Program 


The program of the National Assn. 
of Oil Equipment Jobbers convention 
includes both oil and equipment men 
as speakers. The convention will be 
held on Sept. 27-29 at Columbus, 
Ohio, in the Neil Houce. 

The trade show opens on Sept. 27. 
Also the directors and the Manufac- 
turers Liaison Committee will meet 
on that day. 


Secsions actually get under way on 
Sept. 28 (Monday) with John Quilter, 
Pump and Tank Co., association 
president, opening the convention. 
W. B. Johnson, Jr., Erie Meter, and 
head of the Manufacturers Liaison 
Committee, will be the principal 
speaker. 

Other features of the meeting in- 
clude: 


A talk by Irving Passel of Esso 
Standard Oil Co., New York, on new 
developments in the tight-fill nozzle 
technique. Esso has made a detailed 
study of the use of the tight-fill 
nozzle, and he will give the findings. 

A panel discussion of equipment 
jobber problems. J. M. Newberry, 
former association president, will be 
moderator. It will exchange ideas on 
the operation of a service depart- 
ment, compensation of equipment 
salesmen, perpetual inventory sys- 
tems, and financial problems of 
equipment jobbers. 

A talk on safety. Charles R. Scott, 
Ohio Fire Marshal, will analyze the 
relation of the equipment jobber to 
the various state regulations on han- 
dling of petroleum liquids. 


All oil marketing equipment men, 
whether members of the association 
or not, are invited to attend the con- 
vention. 


Automatic Machine Cans 
Motor Oil at 36 gpm 


A new device with an automatic 
metering pump is capable of canning 
36 gal. of heavy duty engine oil a 
minute. Macmillan Petroleum Corp., 
Los Angeles, has installed the equip- 
ment. 

The machine is automatic and can 
fill three, two-gal. cans in seven sec- 
onds by tripping a hand or foot lever. 

Oil is pumped from a storage tank 
into a small reservoir and from the 





recervoir into the cans in the same 
operation, said the company. 

Macmillan says simplicity of in- 
stallation makes it possible to use 
the machine in any location where 
volume is large. 

Cc. C. Benz, consulting engineer for 
Macmillan, invented the machine and 
installed it in the Signal Hills, Calif., 
refinery. 


THIS BABY TANK TRUCK was designed originally by Standard of California for 
fueling operations at small airports. But Pan American World Airways also uses 
the unit for hauling mineral spirits to its engine overhaul shop at PAA’s Pacific- 
Alaska division San Francisco Airport base. A similar truck is used to refuel ground 
equipment, such as mules, cats and electrical energizers. Both units were manufac- 
tured by Metal Fabricators, Berkeley, Calif., and were obtained from Standard of 
California. The airline has found that the trucks reduce ramp congestion and provide 
a higher safety factor than the former method of hauling fuels in drums on trailers 
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CROWN’S Ucthoguaphed, bite. 


KEEP YOUR PRODUCT IN THE PUBLIC EYE 
LIKE A SIGN ON “MAIN STREET’ 





Your product in Crown’s Steel Shipping Con- 
tainers not only reaches your customers safely 
and in top condition, but it makes itself known 
throughout its travels all along the way . . . as 
well as at the point of sale. That’s because of the 
outstanding job Crown does on lithography. 
Your label design is attractively reproduced in 
the magic of full color. We'll be glad to show 
you the widely acclaimed samples of our work. 
When can we get together? 





Take Your Choice of 
Crown 5-Gallon 
Steel Shipping Containers 


—_— 


Open-Head Closed-Head 
PAILS DRUMS 
Certainly our wide variety of closures holds 

the answer to your marketing problems. 


Crom Can 


PHILADELPHIA 
Division of 


CROWN CORK & SEAL COMPANY 


Dato Crnital Lagat hu Metanufacliond Philadelphia, Chicago, Orlando, New York, Baltimore, Boston, St. Lovis 
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NEWSPAPER ADS for Oil Progress Week, Oct. 11-17, stress jobber’s role in oil marketing and underline his importance to 


comfortable community living 


Oil Industry's Story Ready for Telling 


A variety of new promotional ma- 
terial has been prepared by the Oil 
Industry Information Committee for 
use during the sixth annual Oil Prog- 
ress Week, Oct. 11-17. 

Newspaper ads, posters, banners, 
exhibits and a movie will help job- 
bers and dealers tell the story of 
their particular role in the oil indus- 
try and how it benefits the public. 


An OTIC brochure, Mister Jobber 
—Opportunity Knocks, outlines the 
many ways in which the oil jobber 
can use these aids to his best ad- 
vantage. A similar brochure, Drum 
Up Better Business, tells him how to 
participate in Oil Progress Week. 

Newspaper Tie-In Ads are geared 
to all phases of the industry: 

Service to the public is featured in 
an ad starting off, “Meet the man 
behind the man behind the pump.” 
It tells how the jobber stores and 
delivers oil products “wherever, 


whenever, they are needed—in any 
weather, in any emergency .. . Be- 
cause we're local businessmen we 
know what kinds of products and 
services our neighbors want 

that’s how we can best play our 
part in America’s progressive oil in- 
dustry. You can be sure that we will 
continue to serve you and our com- 
munity well in the years to come.” 


Service to the farmer is the sub- 
ject of another ad. It tells the far- 
mer that “Bringing the power of pe- 
troleum to your area is our job as 
your oil supplier. We’re proud to do 
that job because we know how oil 
power has made farming and farm 
life better all over America.” 


Fuel oil service gets a play too, in 
tie-in ads. One shows a football 
scrimmage and reads, “If football’s 
here—is winter far behind? Football 
games .. . falling leaves .. . birds 
heading south—they’re all sure signs 


that winter will soon be here. If you 
want to have a warm, comfortable 
winter—act now! We've been work- 
ing all summer so that we’ll be ready 
to bring you winter comfort .. . of- 
fering you top-flight service. Our 
automatic delivery system helps us 
do our job.” 


LP-Gas Booster—-Liquefied petro- 
leum gas service is emphasized in 
an ad entitled “Badge of Better Liv- 
ing.” It says “Whenever you see a 
liquefied petroleum gas container on 
a home, you know there’s comfort- 
able living inside . . . fast, easy cook- 
ing, instant automatic hot water, de- 
pendable refrigeration and generally 
better living for millions of families 
throughout the nation.” 

All of the ads are available free 
of charge on a newspaper mat serv- 
ice basis. 

Cloth Banners for service stations 
carry the Oil Progress Week slogan, 
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“Oil—At Your Service.” Priced at 
$2.15 each, they measure 36 x 68 in. 
and are lithographed in brown and 
red Day-Glo colors. 


Bumper strips in two colors also 
carry the OPW slogan. They come 
in two sizes, 6 x 50 in. and 4 x 18 
in. and cost 28c and 5c, respectively. 


OPW Billboard Poster also bears 
the slogan and has space at the bot- 
tom for the company name. It costs 
$2.50 with imprinting of the company 
name extra. The same poster in a 
smaller size is available for service 
stations. It measures 15 x 34% in., 
is printed in five colors and sells for 
$5 per hundred. 

Souvenir Booklet, entitled Our Con- 
servation Key, can be used as a 
handout or mailing piece to explain 
conservation and the oil industry’s 
role in our country’s conservation 
program. The six-page leaflet sells 
for $4.50 per 1,000. 

Three Oil Exhibits are available 
for service station, office or school 
displays: 

“Your Neighbor is an Oil Man”— 
mobile display, printed in six colors, 
measures 30 x 52 in. and costs $8.23. 

“People in Petroleum”—features 
leaves of a “book” which turn slow- 
ly revealing eight scenes of oil in- 
dustry operation; in eight colors, 
measures 29% x 31% in. and costs 
$10.30. 

“Portraits in Oil”’—four views de- 


picting production, refining, trans- 
portation and marketing phases— 
three colors, 29% x 37% in., $5.19. 

American Frontier is the new OIIC 
movie to be shown during Oil Prog- 
ress Week. It tells the story of the 
men who search and drill for oil in 
the Williston Basin. 

These promotional aids are avail- 
able from OTIC headquarters, 50 
West 50th St., New York 20, N. Y., 
or from the following ODIC district 
offices. 

Following are the OIIC district of- 
fices and the areas they serve: 

419 Boylston St., Boston 16; Rhode 
Island, Connecticut, Massachusetts, 
Vermont, New Hampshire and Maine; 

Room 2010, 630 Fifth Avenue, New 

York 20; New York and New Jer- 
sey; 
1322 Broad-Locust Bldg., Philadel- 
phia 2; Delaware, Pennsylvania, 
Maryland, Virginia, West Virginia, 
and the District of Columbia; 

801 Healey Bidg., Atlanta 3; North 
Carolina, South Carolina, Georgia 
and Florida; 

506 Schmidt Bldg., Cincinnati 2; 
Ohio, Kentucky and Tennessee; 

135 S. LaSalle St., Room 2123, Chi- 
cago 3; Illinois, Wisconsin, Michigan 
and Indiana; 

466 Board of Trade Bldg., Kansas 
City 6, Mo.; Missouri, Iowa and Ne- 
braska; 

1100 Rand Tower, Minneapolis 2; 


Minnesota, North Dakota and South 
Dakota; 

1915 Live Oak St., Dallas 4; Texas 
and New Mexico; 

Whitney National Bank Bidg., New 
Orleans; Louisiana and Arkansas; 

405 Medical Bldg., Jackson, Mis- 
sissippi; Mississippi and Alabama; 

800 Oil Capital Bldg., Tulsa 3; Ok- 
lahoma and Kansas; 

626 Patterson Bidg., Denver 2; 
Colorado, Montana, Wyoming, Idaho 
and Utah; 

510 W. 6th St., Los Angeles 14; 
California, Washington, Oregon, Ne- 
vada alid Arizona. 


Phillips Goes All-Out 
For Tampa Mass Opening 


Phillips Petroleum went all-out to 
let Tampa motorists know its 55 sta- 
tions were open for business Aug. 15. 

More than 100 helium balloons 
floated above stations, and music 
came from the speakers of 30 public 
address systems. Station men waved 
large “prizes” signs at driveway ap- 
proaches. And on-the-spot radio in- 
terviews were tape-recorded at the 
stations. These were aired in com- 
bination with prepared announce- 
ments during the day. Interviewed 
were jobbers, dealers, Phillips of- 
ficials and customers. 








world’s largest international producer 


OIL-FUEL ADDITIVE 


announces 
exclusive dealerships are available 


NOW! ... at the peak of trade and public acceptance 
of quality oil-fuel additive . . . increased 


pro- 


duction in America permits widened distribution . . . 
and presents the automotive service industry — 


OUTSTANDING AMERICAN OPPORTUNITY! 
WRITE: for REDEXBrochure with full details* 
“RED&X _ exclusive & profitable distributor plan. 


* 
REDEX _ «5 point’ Dealer Sales PLAN (incl. 


Sold in 39 countries 
throughout the world. 


REDEX “ISLAND” Dispenser) 


“RED&xX — quarter-century story of progress to 
world leadership in the additive field. 


RIE Ds, unc. 


493 FLUSHING AVE. 
BROOKLYN 5, N. Y. 
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Young Marketer 





Mr. Funsten 


“Dependability and service consti- 
tute the backbone of any successful 
company’s operation. Without these 
no company can hope to succeed and 
grow, and retain its customers.” 

This is the belief of Louis F. Fun- 
sten, 34, manager of fuel oil opera- 
tions for Meenan Oil Co., Inc., in the 
new community of Levittown, Pa. 


MIDDLE 
‘ATLANTIC 
DISTRICT . 


Mr. Funsten feels that one of the 
biggest internal problems facing the 
average business today is “the ability 
to retain enough capital in the busi- 
ness for both expansion and replace- 
ment of present equipment as it is 
needed. 

“Sufficient money must be avail- 
able for these purposes to assure 
the customer of dependable service 
and a dependable source of supply,” 
he asserts. 

Mr. Funsten majored in accounting 
and business administration at Pace 
Inctitute, New York City, before 
World War II. Following his service 
experience as an Air Force navigator, 
he took courres in credit manage- 
ment, marketing and merchandising 
at the National Institute of Credit, 
and industrial management at Hof- 
stra College, Hempstead, N. Y. 

Before the war Mr. Funsten worked 
as a credit man and statistician for 
the Barrett Division of Allied Chem- 
ical & Dye Corp. In 1947 he became 
office manager and assistant plant 
manager for a ceramic company on 
Long Island. He joined Meenan as 
credit manager of its Levittown, L. L, 
facilities in 1949; became office man- 
ager there in 1950 and was assigned 
to help organize and develop the new 
Pennsylvania branch last year. 


NEWLY ELECTED chairman for OIIC’s Middle Atlantic District for 1954-55 is 

Thomas F. McGarey, Philadelphia regional manager for Cities Service. Mr. McGarey 

is shown at left with Emmett M. Howard, American Oil, Philadelphia, present dis- 
trict chairman 
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Mr. Stover Mr. Luton 


N, T. Stover, former general sales 
manager, takes over a newly created 
position at Ohio Oil, as vice president 
in charge of marketing. 

Mr. Stover has been general sales 
manager since 1946. He joined Ohio 
Oil in 1913 as a messenger in the 
Findlay office and in 1925 was sent 
to Robinson, Ill., where he headed 
the accounting and credit department 
for Lincoln Oil Refining Co., then a 
subcidiary of Ohio Oil. He was made 
sales manager of Lincoln Oil in 1927 
and eight years later when Lincoln 
O'1 was dissolved, he became whole- 
sale sales manager for Ohio Oil. 

R. E. Luton, former manager of 
the refining division, also takes over 
a newly created vice presidency—in 
charge of refining for Ohio Oil. 

Mr. Luton became associated with 
Ohio Oil in 1924 when it acquired 
Lincoln Oil Refining Co., where he 
Was assstant superintendent. In 
1935, when Lincoln Oil was discolved, 
he was appointed general superin- 
tendent of Ohio Oil’s refineries. He 
became manager of the refining di- 
vision in 1947. 

Establishment of the two new vice 
presidential offices follows the recent 
election of C. Z. Hardw'ck as execu- 
tive vice president. Mr. Hardwick 
had previously headed both functions 
as manager of refining and market- 
ing. 

* +. 7 

Dick Olson, Dan Dugan Oil Trans- 
port Co.’s safety director, has been 
appointed a member of the South 
Dakota Governor’s Committee on 
Safety. The company has been na- 
tionally recognized for its safety and 
courtesy and twice received the Trail- 
mobile Award for safety achievement. 


. * * 


R. L. Adkins, sales manager in 
South Africa, the. Rhodesias and ad- 
joining territories for Atlantic Re- 
fining Co. of Africa, Ltd., hag re- 
tired after 28 yeors with the com- 
pany. He joined the company as a 
clerk in Cape Town 13 months after 
the company was organized and be- 
came a salesman in 1929. 
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This Week 
Continental Oil Company 
Salutes an lowa Jobber 


Fred Luedeman 
Loody Oil Company 
Stanwood, lowa 


He started in the oil business with a ’34 “Chevy” and 
two 5-gallon buckets. The buckets were for measuring 
out his products. And before long, Fred Luedeman’s oil- 
jobbing business became too big to measure in buckets! 
Let’s see how that came about. 


Fred was born on a farm in Jones County, near Olin, 
Iowa. He was one of ten children. His folks were immi- 
grants who had to spend years working for other farmers 
before they were able to buy a farm of their own. Fred 
did his share of farm work, too. He was educated in 
Stanwood schools, and his “education’’ in the oil busi- 
ness began when he went to work as a tankwagon sales- 
man. He worked both in Stanwood and Tipton, Iowa. 


In 1939, Fred decided to go into business for himself. 
His five-year-old Chevrolet with its 400-gallon tank, and 
those two buckets were all the equipment he had. All 
the more reason, decided Fred, to go “bigtime” as far 
as choosing an oil supplier was concerned. The goal he 
set for himself was to find a company with products of 
wide acceptance, and a live-wire program of advertising, 
promotion and merchandising to keep that acceptance 
growing. On this basis Fred Luedeman became—and 
has remained ever since—a Conoco jobber. 


Today his spanking-new 1953 delivery equipment is kept 
mighty busy servicing the new lube oil and dealer ac- 
counts and the added farm business he has gained since 
taking on Conoco. And Fred continues to be highly 
enthusiastic about the helpful support his business de- 
rives from Conoco advertising, promotion and merchan- 
dising. 

This continuing program of selling support from Con- 
tinental Oil Company includes the millions of dollars 
spent annually on Conoco advertising in national maga- 
zines, newspapers, farm papers, on billboards, radio and 
television. Fred found this advertising not only attracts 
new customers, but has the effect of keeping regular 
customers solidly sold on Conoco. 


The famous Conoco Touraide, available only through 
Conoco dealers, is another important part of this con- 
tinuing program. For, as Fred quickly discovered, it 
gives Conoco dealers a highly profitable “extra” in the 
way of personalized travel service to motorists. It’s an 
“extra” that adds up sizably when you count all the 
tourist business it nets. And it’s only one of a great many 
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merchandising aids that help Fred in his quest for new 


business. 


Fred believes earnestly in the idea of “merchandising 
the advertising.”” When Continental introduced the out- 
standing Conoco Super Motor Oil to the American pub- 
lic, it did so with a characteristically forceful and effec- 
tive campaign built around the incredible 50,000-mile 
tests that proved the superiority of this new product. 
Fred made the most of this. He added new accounts, 
helped increase the volume of his regular customers. 
“Thanks to Conoco teamwork, and a really great prod- 
uct, we went over the top,” he states proudly. 


The meaning of “teamwork” is something he can really 
appreciate. During the war he served in the Navy as an 
apprentice seaman. And in community life he has given 
a good deal of his time to managing the Stanwood Town 
Baseball team. In addition, he is a member of the Amer- 
ican Legion, the Commercial Club, and quite active in 
the Lutheran Church of Stanwood. 


Continental Oil Company takes pride in saluting Fred 
Luedeman, a creditable member of the Conoco team. 
Like many another oil jobber we know, he was able to 
start virtually from “scratch” and build a substantial 
business. His humble beginnings only add further glory 
to his real-life success story. It’s this kind of pluck and 
ability that so often makes the independent oil jobber a 
figure in American industry all the nation may well 
salute! 


And we'd like more jobbers like him! For information 
about our profitable jobbing contract, telephone or write 
to the Continental Oil Company office nearest you or to 
our General Office, Ponca City, Oklahoma. If you are 
not within reach of Continental’s gasoline supply, we 
should be happy to give you information about the pos- 
sibilities of increasing your profits by selling spectacular 
Conoco Super Motor Oil in any of the 48 states. 


71 





ABOUT OIL PEOPLE 





RE-ELECTED officers of the Wisconsin Petroleum Industries Committee are (left 

to right) H. H. Elder, Cities Service, Milwaukee, chairman; F. M. Elliott, executive 

secretary, Wisconsin PIC; and H. E. Prunty, manager, Milwaukee division, Indiana 
Standard, vice chairman 


CLUB CHARTER of the Kansas City Desk and Derrick Club is presented to Miss 

Harriett Gregath, Tide Water Associated Oil Co., club president, by Jay W. Wilson, 

Standard Oil Co. (Ind.) (retired), president of the Kansas City Oil Men’s Club. 
Looking on is Ross C. Shannon, Socony-Vacuum Oil Co., of St. Louis 


Henry C. Akerberg, formerly gen- 
eral sales manager of Macmillan Pe- 
troleum Corp.’s “Ring-Free” motor 
oil division, has been made vice pres- 
ident in charge of all lubricating oil 
sales, headquartered in Los Angeles. 

Other Macmillan changes involve: 
O. H. Muller, named vice president 
in charge of merchandising and ad- 
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vertising; Robert Dunn, former East 
Coast manager, succeeds Mr. Aker- 
berg; Lyle C. Randles, Jr., formerly 
Washington representative, now gen- 
eral sales manager of the “Royal 
Scot” motor oil division, and J. B. 
Taylor, former accountant and as- 
sistant auditor, succeeds the late W. 
S. Fulmer as auditor. 


Cc. B. Barrett 
will move from 
Houston to New 
York City where 
he takes on a 
new job as vice 
president in 
charge of sales 
for The Texas 
Co. Since 1938, 
Mr. Barrett has 
been sales man- 
ager for Tex- 
aco’s 11. state 
Southern _ terri- 
tory with headquarters in Houston. 

Mr. Barrett is a native of Gaines- 
ville, Ga. He attended Emory Uni- 
versity and received his law degree 
at the University of Georgia in 1918. 
He joined Texaco in 1927 as a sales- 
man in Atlanta. He was appointed 
sales manager of the Dallas division 
in 1933 and in 1935 was made sales 
manager of the Houston Division. 

In his new position Mr. Barrett 
succeeds R. L. Saunders, who con- 
tinues as a vice president and direc- 
tor of the company. 


Mr. Barrett 


o * + 

Earl Gilmore, veteran California oil 
marketer and president of the former 
Gilmore Oil Co. is on a camera safari 
in Kenya, East Africa, with J. R. 
(Bill) Pemberton, consulting geologist 
and former California state oil um- 
pire. 
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Mobilgas Milestones 


Catalytic Cracking £. Tee 
Secret of today's improved car . be Refining 


engine design and perform- 

ance is the super-high-power ; , ~ In 1943 the first 
gasoline ingredients made ' » / ' commercial Thermofor 
available through catalytic ‘ . ‘ Catalytic Cracking unit 
cracking. Socony-Vacuum built - ; t — using a continuous 
the first commercial “cat crack- ; 5 catalytic process 
er’ in 1936! ; io : went into production 
Created by Flying Red 
Horse research, this 


TCC process made 
possible greoter quan 
tities of high octane 
stocks and even better 


gasolines! 














New Reforming 
Process 


TCR — Thermal Catalytic 
Reforming Process —latest 
in catalytic processing — 
produces highest-quality 
blending stocks from low- 
quality material .. . as- 
suring continued Flying 
Red Horse leadership! 


(we shes i) 
Bead Catalyst ERT aor 7 oS 
Heart of Socony-Vacuum catalytic f. , , nid) 4 ‘ 
refining is this bead catalyst which .¥ * ‘ i ™ 
causes heavy oil molecules to 
“crack” and re-form into high- f 
quality gasoline stocks. This ‘magic =e 
bead" catalyst is another Flying 
Red Horse “‘first’'l 





SOCONY-VACUUM OIL COMPANY, INC. 


and Affiliates 
oe aCe, Beka We 2 Oe Seka ath. Meer OF OB mca s £2 2 Eee See Ses eis Meek 2 cel 2 Benen, | 


NEW YORK 4, N. Y.—26 Broadway « CHICAGO 5, ILLINOIS——59 E. Van Buren Avenue « KANSAS CITY 13, MISS80URI--925 Ave. © DETHOIT %2 
St. « BALTIMORE 18, MARYLAND—1914 North Charlies St. « MILWAUKEE MICHIGAN—903 West Grand Bivd. * 8ST. LOU! MISSOURI—4140 Lindell 
1, WISCONSIN—907 South First St. « CLEVELAND 15, OHIO—1422 Buclid Bivd. « DALLAS 1. TEXAS Magnolia Petroleum (o Magnolia Building 


Soecony-Vacuum maintains many other conveniently located service offices to give you close and fast cooperation 


Grand 
S 8, 





the RCP-400 Selecto-Flo Remote Control Pump 


DUAL UNITS D Assure delivery to all dispensers all the time 


The RCP-400 gives you the top performance of two motors and 
two pumps with this big PLUS — 


By a flick of an electrical control, a single motor and 
pump unit takes over pumping operation to all dispensers — 
gives uninterrupted delivery during repair or maintenance and 
permits balanced use of both motors and pumps. 


The RCP-400 has all these advantages: 


@ Built-in stand-by — a vital feature 


No untried, unfamiliar components — every part proved in 
station use 


Located above ground for fast, inexpensive maintenance 
No special service techniques or equipment required 
Simple, inexpensive piping installation 

Inexpensive 3-wire electrical system 


RCP.400—For premium RCP-400—For reguicr 


Ay Ay By 6, 
/ 
gee ate saga 3 a a pPanasy dear a | | 
¢ | } P a ith P 4 } Ps | , | ” 
jy {. How the Gilbarco RCP-400 
Selecto-Flo* system works — 





¢ 
¢ 


The “A” dispensers on the pump island start and stop remote pump “A.” 
In like manner, “B,” “C” and “D” dispensers start and stop their corre- 
sponding pumps. 

However, by means of a simple electrical control, either pump within 
an RCP-400 unit can be made to supply the other group of dispensers. 
(The “B” dispensers operating the “A” pump and vice-versa.) 

OR — and this is the built-in, stand-by feature of the RCP-400 Selecto- 
Flo System — both groups of dispensers (all six in this instance) can be 
supplied by either side ("A” or “B”) of the RCP-400. 


Write for complete information 
(other models available for remote pumping of either one or two products) 


+ 


*Trode-Mark 





